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How these 7 men work for you and your bank 


HESE men are part of a Bankers 

Trust Company team whose 
responsibility is the handling of the 
Bank’s out-of-town business. 

The aim of each man, and the 
experienced staff working with him, 
is to help our customers with their 
New York banking arrangements, 
and to point the way to the effective 
use of the many services this Bank 
offers. 

Here are six typical services that 
are available to you: 


Government and Municipal Bonds 
As a primary dealer we maintain an 
active market. All prices are net. 

Portfolio Analysis 
We will analyze your bond account, 


advise on arrangement of maturities, 
recommend what to buy and sell. 


Pension Plans 

We will be glad to work with you 
on your own pension problems and 
those of your customers. 

Collections 
Fast, dependable collection of cou- 
pons, bonds, checks, notes, drafts, 
trade acceptances, bills of exchange. 

Credit Information 

Prompt, thorough reports prepared 


by a large and well-trained staff. 


Foreign Banking 


Including collection of foreign 
items, exchange transactions, and 
financing of overseas shipments. 


You will find that these men go 
beyond the routine in the handling 
of your business. They will be glad 
to work with you on any of the 
problems that concern banking 
transactions in New York. 


BANKERS TRUST COMPANY 


NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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STockholders 


800,000 





800,000 people own the Bell Telephone Business 


One out of every 60 families in the United States shares in the ownership of the Bell System 





There are 800,000 stockholders of the American 
Telephone and Telegraph Company. Their savings have 
helped provide the telephone system that serves you. 


Most of them are small stockholders. 230:,000 own 
five shares or less. The average holding is thirty shares. 
More than one-third have owned their shares for fifteen 
years or longer. 


No one—no individual, company or institution—owns 
as much as one-third of one per cent of A. T. & T. stock. 


The people who own the Bell System come from all 
walks of life throughout the cities, towns and country- 
side of America. One in every 60 families in the United 
States shares directly in this ownership. 


Every time you use the telephone, the accumulated, 
small investments of these hundreds of thousands of 
people go to work for you. 


They have built the best and most widespread system 
of communication in the world for you to use at low cost. 
It is from their savings, and the savings of many like 
them, that the money needed to improve and expand 
the service comes. 


A fair and regular return on the money these stock- 
holders have invested is an important factor in making 
possible the good telephone service you get today. 


BELL TELEPHONE SYSTEM 
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In Chicago 


FOR BOND INVESTMENTS 





Bankers know that the officers of the Bond 
Department are always available to assist 
them with their investment problems. 


This bank maintains a trading position in 
Government bonds, and can at all times 
quote close market prices on Government, 
State, and Municipal bonds. Correspondents 
ean trade for their own account and for the 
accounts of their customers. 









Your Bank is invited to use the facilities of 
our Bond Department. 


The First National Bank of Chicago 


Building with Chicago and the Nation Since 1863 





MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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...counts 


cash, coupons, 


checks... 
tags, tickets, 
transfers 


Want something 
counted?.. 


Used to take Opal hours to count the coupons 
that came in the morning mail. ..even at that, accuracy 
to the nearest ten was considered right on the nose! 

. -But then the firm got a new Tickometer and now 
Opal’s finished in a matter of minutes. . . not only 
counts all the coupons in the place, but all the cash on 
hand in the accounting department plus checks. The 
new Tickometer imprints same, too! 

Does your firm have something that should be 
counted or imprinted fast, accurately, automatically? 

. .Get all the facts on a Tickometer!—a machine that 
handles more than eight hundred bills or paper forms a 
minute... five times faster than manual methods... 
feeds and stacks automatically .. 
both full and partial runs. . 


. records and imprints 
. never makes a mistake! 


Already in use at hundreds of department stores, 
banks, business and publishing houses... . the Tickometer 
saves time and trouble wherever accurate counts 
are needed ... Call the nearest Pitney-Bowes office or 


send coupon below for illustrated booklet... now! 


= Pitney-Bowes 


© TICKOMETER 


Counting and Imprinting Machine 


—----——-—-—-—-————--------- 
Prtney-BoweEs, INc. 
3807 Pacific St., Stamford, Conn. 


Please send illustrated Tickometer booklet to: 


Name a 





Firm 
Address 
City State 
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Ui Chade 


EVERY CASH ITEM IS 
“SPEED TREATED” 


Wil, thityy"t inti wb the stldton 


Every half hour throughout the day and night Chase 
trucks rush remittance letters from post offices 
and express terminals to the Bank... 


then rdddviiidetd” 


Checks are sorted immediately into groups. As processed, 
those on New York are sent by messenger to the Clearing 
House for the 2, 8 and 9 a.m. clearings. Checks 

received up to 9:15 a.m. are included in the final 

clearings for the day at 10 a.m. 


70 the Fotiedtd Bor 


Out-of-town items get special treatment, including 
microfilming for the protection of our correspondents . 34 


and ff They gol 


Checks go from Chase “the fastest way”—and that 
includes extensive use of air transport wherever practical. 


We always welcome opportunities to show visiting bankers 
our check-handling departments and other facilities. 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Cor poration 
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Customers Want More Hours; 


Employees Want Less~ 


These Banks Satisfy Both 


It has appeared to be impossible to give employees a 5-day week and 
still provide 6 days of banking service to customers. Several ways 
of accomplishing this apparent impossibility are here described. 


HEN The First National 

\ Bank of Binghamton, N. Y. 

considered sending a letter 
to customers asking for suggestions 
to improve our service, we felt that 
it might give those customers who 
had been legitimately refused a loan 
an opportunity to complain unneces- 
sarily. 

However, we finally determined 
that, if there were any such feeling, 
justifiable or not, we should make 
an effort to find out where it existed. 
We have been very pleased with the 
result, and, in some instances, our 
customers have thanked us for giv- 
ing them such an opportunity. In 
our opinion, it has proved to be a 
very excellent customer-relations 
program. 

Following are some of the letters 
received which suggested increased 
service: 

“T have but one grievance to air, 
and that is—the hours and the days 
when the bank is open for business. 
The average working man cannot 
get to the bank during scheduled 
business hours. My suggestion: 
Open Saturdays 9 a. m. to 2 p. m. 
and give bank employees any other 
week day off, but stay open on Sat- 
urdays.”—Factory Worker. 

“T and many others do not consid- 
er that a bank closed Saturday all 
day is meeting the business needs of 
the community. This day is in many 
respects the busiest business day of 
the week. Also, for those not so busy, 
that day is the only convenient day 


to get into the bank itself to do 
business.’’—Salesman. 

“Our banking relations have been 
of the best, but there is one sugges- 
tion: we might make, that is, that 
your bank be open on Saturdays to 
give customers who work at Endi- 
cott an opportunity to do their 
banking. Your bank might close 


Mondays instead of Saturdays so 
that the employees would have a 
comparable week end.’—Factory 
Employee. 

“IT have only a small account but 
the bank is very courteous to me. 
We find the Saturday closing very 
inconvenient, however. Couldn’t you 
have a deposit window on the ground 
floor? These stairs are dreadful.”— 
Housewife.—Bertram J. Miner, vice 
president, First National Bank, 
Binghamton, N. Y. 


Deposits Increased—Personnel 
Decreased 


Saturday is a shopping day for 
farmers and I feel that it is most 
necessary that country banks be 
open all day Saturday in order to 
render adequate service to the trade 
territory. I’m sure that if a poll 
were taken of the business people 
of the town there wouldn’t be one 
of them who would vote in favor of 
the bank being closed all day Satur- 
day. 

When we changed our hours from 
10 a. m.-3 p. m. to 9 a. m.-4 p. m., 
it did not necessitate any of the 
personnel working any longer than 
4:30 p. m. In fact, some of them 
leave before 4:30 p. m. now, where- 
as they were often obliged to work 
overtime when we closed at 3 p. m. 

It is surprising how many store 
keepers come in between 3:30 p. m. 
and 4 p. m. to make their final de- 
posit or to get more change for the 
week end. 











How Employee Hours Are Reduced And 
Customer Hours Increased 





Romeo Savings Bank, Romeo, Mich. 

Each employee has an afternoon off on a different day each 
week and may have additional time off on request. Special train- 
ing speeds up the work. Revised techniques reduced the time on 
many jobs. Two less people are employed than were needed before 


the banking hours were increased. 


American Trust, South Bend, Ind. 
Part-time employees serve as tellers from 2 p. m. to 5 p. m. 
Canton National Bank, Canton, Ohio 


On Fridays, all Canton, Ohio, banks close at 2 but open again 
from 3:30 to 4:30 to cash payroll checks. They open Saturday 
mornings until noon. On large payroll days, the banks reopen 


from 3:30 to 4:30. 


Central National, Chicago, Ill. 


Each employee has one week day off each week, the days being 
alternated within each department to insure enough help for each 
day’s work. No extra employees are needed. 

Fifth-Third Union Trust Co., Cincinnati, Ohio 


On Friday (payday at local plants) the bank is open until 


6 p.m. 


National City Bank, Cleveland, Ohio 
Reopens at 4:30 p.m. on Fridays and stays open until 6 p.m. 





Our deposits have steadily in- 
creased since we increased our 
hours, but our personnel hasn’t. In 
fact, we have two fewer people 
than we had before we increased 
our hours and we have half a mil- 
lion more deposits than we had at 
that time. Part of this is brought 
about by the fact that employees 
have been trained to do the job bet- 
ter, and part of it is because of the 
streamlining of the work. 

In addition to being open six days 
a week from 9 a, m. to 4 p. m., we 
open on Friday evenings from 6:30 
p. m. to 8:30 p. m. We have our 
work scheduled and so arranged 
that each employee works 5% days 
a week and has a different afternoon 
off each week until he has gone 
through the whole six days and then 
he starts over again. We find that 
there are enough on the staff who 
would like to work some overtime 
to fill in the gaps of any special re- 
quests we have by any of the per- 
sonnel for extra afternoons or Fri- 
day nights off.—Melvin F. Lanphar, 
president, The Romeo Savings Bank, 
Romeo, Mich. 

Extra-Hour Service Pleases Customers, 
Brings New Depositors and 
Borrowers to Bank 

During the two and one-half years 
this bank has been operating on a 
9 a. m. to 5 p. m. schedule with the 
aid of part-time tellers, installment 
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loan totals have jumped from $400,- 
000 to $1,700,000 and deposit ac- 
counts have risen 25 per cent. 

By making use of a second shift 
of part-time workers, we have been 
able to keep our bank open from 9 
a.m. to 5 p. m, each day of the week 
without a great deal of additional 
expense to the bank, but with a 
pleasing increase in our loan and 
deposit business. 

We call this added convenience, 
“Extra-hour Banking,” and feel 
that, through it, we have been able 
to reach and serve a goodly portion 
of the 31,000 factory workers who 
previously found it impossible to 
come to the bank during the regular 
9 a. m. to 3 p. m. period. 

The fact that this group actually 
represented a potential. for not one 
but many types of bank service is 
borne out by our record over the 
two and one-half years the Extra- 
hour service has been in operation. 

Fortunately, we had all the facil- 
ities needed for the introduction of 
this service. Our “Lower Lobby” 
was made the hub of the new pro- 
gram. Access to this lobby was had 
by a flight of stairs which led from 
a smal] vestibule. 

The lower lobby houses the vault, 
installment loan department, and 
three emergency tellers cages. These 
cages were modernized and staffed 
with part-time employees whose 
working day began the minute the 


regular banking quarters on the 
main floor were closed. 

Working from 2 p. m., to 5 p. in. 
each day apparently suited the new 
part-time employees to perfection. 
It also permitted us to close our 
main windows at 2 p. m. and en- 
abled our regular tellers to finish 
their behind-the-scenes tasks by or 
earlier than 5 p. m. Our full-time 
tellers are now operating on a 34% 
hour week. 

We began our extra-hour program 
with two part-time tellers: a house- 
wife who was a former employee, 
and a student from Notre Dame. 
Within less than a year, we found it 
advisable to increase this number to 
four. This increased business was 
the customer’s way of showing his 
approval of our new program. 

Training part-time people re- 
quired two weeks. During this pe- 
riod, we assigned one of the more 
experienced tellers to work with the 
student each day. By alternating the 
instructors, no one teller was asked 
to spend more than one afternoon a 
week in on-the-job training. By the 
end of the two-week period, the 
part-time worker was able to handle 
his three-hour stint without direct 
supervision. 

Indirectly, however, assistance is 
always present in the person of 
Arthur F. Hauck, assistant trust of- 
ficer, who both supervises and han- 
dles the new account desk in the 
lower lobby during the extra-hour 
period. 

Thus far, we haven’t had the 
slightest bit of trouble obtaining 
part-time workers. In fact, we have 
had more applicants for that type 
of work than for full-time employ- 
ment. ° 

In working out our extra-hour 
service, we discovered a number of 
valuable principles. We discovered 
that radio when properly used to 
advertise bank activities pulls very 
well. Spot commercials and exclu- 
sive Notre Dame football game 
broadcasts were used to carry our 
extra-hour service message to the 
public. The response was almost im- 
mediate and certainly gratifying. 

The. majority of new accounts 
opened at our bank during the past 
few years has been in the group 
whose real introduction to the bank 
has been by way of our lower-lobby 
tellers windows.—L. L. Matthews, 
president, American Trust Co., 
South Bend, Ind. 
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Extra Hours for Cashing 
Payroll Checks 

The banks in this city close at 2 
p. m. on Fridays but reopen from 
3:30 p. m. to 4:30 p. m. to take care 
of payroll checks. The banks are 
also open Saturday until noon and 
lobbies are extremely crowded. On 
especially large payroll days, we 
also reopen from 3:30 to 4:30 p. m. 
on Mondays, Tuesdays or Thurs- 
days. 

Banks closing on Saturdays have 
done more to increase tavern check 
cashing than anything else, in our 
estimation, and as far as our bank 
is concerned, we hope to continue to 
be open on Saturday mornings to 
help alleviate this problem.—Eu- 
gene M. Fast, cashier, The Canton 
National Bank, Canton, Ohio. 


Employees Have Different 
Days Off Each Week 


(Ed. Note: The following is 
quoted from a previous issue of 
Bankers Monthly): 


For several months, we have been 
letting each employee have an extra 
day off each week and keeping the 
bank open Saturdays. An employee 
does not have the same day off every 
week, for the bank keeps open Sat- 
urday until three. The day each em- 
ployee is to have off is determined 
by the head of his division. He de- 
cides according to the work. The 
aim is to let each one know as far 
ahead as possible. 

The effort also is to give each one 
an opportunity to frequently have 
either a Saturday or a Monday off, 
thus permitting a long week end for 
each worker at some time during the 
season. This allows for out-of-town 
visits when desired. 

When one employee is taking his 
extra day off, the other employees 
in the same department divide up 
the work of the absent employee, 
except for those duties which can be 
performed by the absent employee 
when he returns. This applies in the 
bookkeeping department and in the 
transit department and in some of 
the other departments. 

However, the manager of the sav- 
ings department finds it wise to limit 
his employees to Tuesdays, Wednes- 
days, Thursdays and Fridays as ex- 
tra holidays, for his volume of work 
is the heaviest on Saturdays and 
Mondays. His employees, therefore, 
do not get two-day week ends. 

All of this has been done without 
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increasing the cost. In other words, 
the same employees who did the 
work before this extra day was al- 
lowed, still keep up to date, because 
of the benefit derived from this 
extra leisure. 

All employees put in slightly 
longer days by coming to work at 
8:45 instead of 9:00 and taking 45 
minutes for lunch instead of one 
hour. This gives 30 minutes more 
time for work each day. Thus, each 
employee puts in only four and one- 
half hours less in a week than form- 
erly, but each has two days off in- 
stead of one.—Louis A. Bowman, 
assistant trust officer, Central Na- 
tional Bank, Chicago, IIl. 


Customers Appreciate Extra Hours 


The question of keeping open 
extra hours is a matter with which 
I am very familiar. During the per- 
iod of 1939 to 1946, I was manager 
of our largest office, located in a 
large industrial area. This office 
services some of the largest plants in 
the machine tool industry in Cin- 
cinnati and has always had to con- 
tend with the problem of cashing 
payroll checks. 

Before the war, this office kept 
open from 4 p. m. to 5 p. m. for 
payroll purposes, and, during the 
war, these extra hours were ad- 


justed at various times according to 
changes in quitting time. 

Finally, the time of 4 p. m. to 6 
p. m. was set. The procedure was 
to close at 2 p. m. and balance the 
bank, then reopen at 4 p. m. The 
work for these extra hours, of 
course, was handled in the follow- 
ing day’s business. 

Now, all of our suburban branches 
are open until 6 p. m. on Friday, 
which takes care of a great many 
payroll check cashers. 

In the years past, we have kept 
figures on the activity and find that 
we would cash over our counters 
about 40% of the payroll checks 
issued, mainly because of the extra- 
hour service. The other 60% of the 
checks, of course, were deposited in 
other banks or cashed in grocery 
stores, cafes, and so forth. 

Our customers greatly appreci- 
ated this service and we did confer 
with them many times in an effort 
to keep this service as efficient and 
accommodating as possible—Edwin 
G. Groll, cashier, The Fifth Third 
Union Trust Company, Cincinnati, 
Ohio. 


Heavy Activity After 4:30 P.M. 


The Cleveland banks are on a 
five-day schedule. When we started 
the five-day week, we kept all of 
our offices open on Fridays until 
4:30 p.m. 

About a year ago, all of the Cleve- 
land banks changed the hours on 
Fridays from 9:30 a.m. to 2:30 p. m. 
and then reopened at 4:30 p. m, and 
stayed open until 6 p. m. 

The new time schedule has re- 
sulted in a much heavier activity 
and we believe it has answered, in 
a large measure, the workers’ com- 
plaint about being unable to cash 
payroll checks at a bank.—W. A. 
Harman, vice president and comp- 
troller, The National City Bank, 
Cleveland, Ohio. 


Wisconsin Requires All 
Banks To Pay At Par 

The governor of Wisconsin re- 
cently signed a law requiring that 
all Wisconsin banks pay checks 
drawn on them at par. 

The law went into effect June 20. 
At the time of the bill’s enactment, 
there were 107 state banks in Wis- 
consin on the non-par list. The bill 
was promoted by the Central Wis- 
consin .Association of Credit Men. 
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r } HE Insurance Premium Budg- 
et Plan of The Chase National 
Bank is an arrangement for 
the financing of life insurance pre- 
miums on a monthly installment 
basis. This method of prepayment is 
proving satisfactory to all partici- 
pants, since it benefits the bank, the 
insurance agent, and the insured. 

The operation of the plan is sim- 
ple and involves very little techni- 
cal detail. This type of credit is a 
direct loan, but the transaction is 
handled by the insurance agent. If 
the policy is on a quarterly or semi- 
annual payment basis, we request 
that it be changed to an annual 
basis. This is easily arranged 
through the agent. 

The insured borrows a sum equal 
to the total of four quarterly pre- 
miums and this amount is repayable 
to the bank in twelve equal monthly 
installments. 

The bank, when the credit is ap- 
proved, draws the proceeds check 
for the full year’s premium to the 
order of the insurance company and 
sends it immediately to the com- 
pany, the insurance agent, or the 
borrower, as instructed. Our appli- 
cation expressly authorizes us to 
make the check payable to the in- 
surance company, since this pro- 
cedure eliminates much paper work 
for the borrower, the agent, and 
the bank. 

A discount statement showing the 
distribution of the loan proceeds, 
together with a coupon book, is sent 
to the insured with instructions to 
make monthly payments directly to 
the bank. 

Any number of policies, new or 
already in force, and all types of 
life insurance may be financed un- 
der the plan without affecting the 
provisions of the policy and with- 
out disturbing in any way the rights 
and benefits of the insured and the 
beneficiary. 

Life insurance up to $5,000 is pro- 
vided at no additional cost to the 
borrower, thus protecting unpaid 
balances in the event of his death 
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Insurance Premium F inancing 
Results In Many New Loans 


By ALEXANDER M. HORNER 


Second Vice President 
The Chase National Bank, New York 


before the expressed or declared 
maturity of the loan. This insurance 
is included in our group coverage 
at a nominal cost to us. 

If the status of the insured re- 
mains satisfactory and the pay- 
ments have been mate promptly, 
we send a renewal letter with a 
new application each time the elev- 
enth payment is due. With very few 
exceptions, the insured have re- 
quested renewals, and we have ex- 
tended the credit. 

The minimum amount of credit 
granted for insurance premium fin- 





How The Loans Are Obtained 


1. Advertisements telling of 
the service are published in mag- 
azines read by insurance com- 
pany officials, brokers, and 
agents. 


2. Letters are mailed to local 
insurance agents pointing out the 
advantage to them of having pre- 
miums financed through the 


bank. 


3. Letters are written to life 
insurance companies. 


4. A four-page folder is given 
to agents to hand to policyhold- 
ers. ; 


5. These same folders are used 
as statement inserts to encourage 
the bank’s depositors to use the 
service. 


6. Bank representatives call on 
agencies and brokers. 


7. The agents ask the policy- 
holder to fill out the loan appli- 
cation and attached note. When 
these are forwarded to the bank, 
the proceeds are mailed to the in- 
surance company. 





ancing is $100, and we reserve the 
right to reject an application if it 
does not meet our usual require- 
ments. In some instances, where 
applicants do not qualify in their 
own name, we suggest that they 
provide a co-maker or collateral. 
In such cases, we have accepted, for 
example, assignment of the cash 
surrender value of life insurance 
policies and chattel on cars. 

Our publicity and advertising are 
directed largely to insurance com- 
panies, brokers, and agents. Our 
representatives make solicitation 
calls on agencies and brokers. We 
have also used a folder as a state- 
ment insert to individual checking 
account customers. 

We at the Chase like the plan for 
many reasons. It is a practica] and 
economical service and an effective 
means of developing income-pro- 
ducing loans. Our charge is the dif- 
ference between the insurance com- 
pany’s annual premium on a single 
payment basis, and the annual 
premium on a quarterly payment 
basis. The charge ranges up to 6% 
per annum add-on, depending on 
the rate of the company carrying 
the insurance. 

The average amount of these 
loans is higher than that of our 
usual personal loan. It is a volume 
business which comes to us through 
the insurance producers at very 
little acquisition cost. Insurance 
agents voluntarily promote the 
plan and carry our folders and ap- 
plications with them. When advis- 
able, they will hand an application 
and note to a prospect and suggest 
that he use the Chase plan for 
financing his premiums. This pro- 
cedure makes it possible for the 
prospect to complete immediately 
these forms, which are then for- 
warded to the bank by the agent. 

This is a convenient arrange- 
ment for the insured, since it elim- 
inates the need of his going per- 
sonally to the bank. P 

The plan has brought us a con- 
siderable volume of business and 
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How Everyone Benefits From 
This Pre-paid Insurance Plan 


1. The bank gets many new 
borrowers which it probably 
would not have otherwise. 

2. The borrower has free life 
insurance which pays his loan if 
he dies before it has been liqui- 
dated. (group insurance.) 

3. The insured saves money 
because he pays the quarterly 
rate instead of the monthly rate 
and still makes his payments 
monthly. (The bank’s interest 
rate is less than the added charge 
made by the insurance company 
for accepting monthly pay- 
ments. ) 

4. The insurance company is 
saved much clerical expense, for 
monthly notices need not be sent. 

5. The insurance agent gets his 
full year’s commission at once. 


many new borrowers. Many large 
business organizations have distrib- 
uted our literature on this service 
to their personnel even though they 
may not favor encouraging their 
employees to borrow for other pur- 
poses. We know that the money bor- 
rowed under this plan is used for 
a constructive purpose, and the bor- 
rower is generally a good type and 
a sound financial risk. 


This Is Why Agents Bring These 
Loans To The Bank 


Insurance agents like the plan be- 
cause they receive at once in a 
single payment their entire commis- 
sion for the year. The monthly in- 
stallment plan and the life insur- 
ance feature help agents break 
down sales resistance and make it 
easier for them to sell larger poli- 
cies. This method of financing also 
obviates the need for agents to take 
notes for premiums from those who 
do not have the cash available. 

The insured likes the plan be- 
cause he finds it easier to manage 
his premium financing on a monthly 
basis out of monthly income, and 
the cost is no greater than if he paid 
the insurance company on a quar- 
terly basis. The life insurance fea- 
ture assures him that his beneficiary 
will not be obligated to assume this 
indebtedness in the event of his 
death. The monthly installment 
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basis often makes it possible for him 
to carry more insurance. 

We at the Chase have found our 
Insurance Premiunr Budget Plan 
entirely successful, and our experi- 
ence with this type of credit has 
been very satisfactory. 


Money And Banking 


By Charles L. Prather, professor 
of banking and finance, University 
of Texas. Published by Richard D. 
Irwin, Inc., Chicago, Ill. Price: $6. 


This book is the fourth edition of 
one first published in 1937. As was 
true of the original and subsequent 
editions, the author’s primary pur- 
pose here also has been to set forth 
the elementary principles of money 
and banking with emphasis on pres- 
ent-day problems. In addition to 
bringing the contents down to date, 
the author has used this opportu- 
nity for revision to reorganize the 
material in the preceding edition 
in order to simplify the present- 
ment of the subject matter. The 
number of chapters has been re- 
duced by eliminating less impor- 
tant material, by condensing dis- 
cussions, and by relegating some 
of the details to footnotes. The 
questions and problems have been 
revised, with more timely quota- 
tions replacing those which have 
been deleted. 











“Keep ’Em Talking” — 
Advice For Catching 
Bad Check Artists 


The old teller’s adage: “keep ’em 
talking” is still a good one. 

This time it was an alert eye and 
lengthy chatter that helped snag a 
bad check artist. 

A man entered a branch and ap- 
proached the teller to ask for his 
O.K. on a $40 check, drawn on 
another bank. He had the matching 
passbook and represented himself 
as owner of the account. 

The teller was suspicious because 
of the man’s extreme nervousness, 
and noted that his face “grew red” 
when the other bank was called for 
verification. Upon learning from 
the drawee bank that several forged 
checks had been passed on this 
same account, the teller proceeded 
as though he would cash the check, 
and stepped to the back of the cage 
where he called police. 

He then returned to the window 
and engaged the suspect in conver- 
sation until officers arrived to make 
the arrest. 

Police stated that the man re- 
cently had been released from a 
road camp, where he was serving 
a sentence on a fictitious check 
charge, and had already succeeded 
in passing two forged checks in the 
same vicinity —Bankamerican. 











T least two types of home im- 
A provement projects are self- 
liquidating. These are: the 
installation of mineral wool insu- 
lation blown into the walls of homes 
that are at present uninsulated, and 
the addition of such weather con- 
ditioning products as aluminum 
storm sash. Actual cash savings 
made in fuel bills help to meet the 
monthly charges to repay the loan 
for the improvements, and the an- 
nual savings that continue for the 
life of the building make up in the 
aggregate a sum several times as 
great as the total cost of the im- 
provement. 


If savings possible by insulation 
are considered only in terms of per- 


These Two Home Improvement 


Projects Are Self-Liquidating 


Savings in fuel brought about by insulation and storm windows are enough to pay off the mortgage. 


By CLYDE B. LYNDE 


Vice President and General Manager 
Insulation Division 
The Eagle-Picher Company 
Cincinnati, Ohio. 


centage of return on the money in- 
vested, the annual rate is upwards 
of 32%. 


At the University of Illinois, the 
use of insulation and storm win- 
dows together brought a saving of 
45% of the fuel burned in a test 
home. Other tests have put the 
figure as high as 68%. 

With insulation only, and with- 
out storm windows, one study 
showed annual savings from this 
type of improvement to be equal to 












































































With an annual fuel bill of $200, the cash saving would be 


$68 from mineral wool insulation alone. 









one monthly mortgage payment per 
year on the loan on the whole prop- 
erty — not on the improvement 
alone. 

Another test, made by the Eagle- 
Picher Company, manufacturers of 





Advantages Of Complete 
Insulation To The Mortgage 
Holder 


1. The insulated home is far 
more salable. 


2. More rent can be obtained 
on rental property. 


3. Installments are more easily 
met because fuel expense is less. 


4. The fire hazard is greatly re- 
duced. 


insulation and aluminum storm 
sashes, showed that, out of every 
dollar spent for fuel in an uninsu- 
lated home, 34 cents is needlessly 
wasted for heat that is lost through 
the walls and roof, which could be 
conserved with proper insulation. 

With an annual fuel bill of $200, 
the cash saving would be $68 from 
insulation alone. 


Savings possible from storm 
doors and windows might amount 
to an additional $32, bringing the 
tetal to $100. 

If an estimated saving of $72 per 
year on fuel as the result of wall 
and roof insulation plus adequate 
storm window closures is taken as 
the base, then the out-of-pocket ex- 
pense for the home buyer paying off 
a mortgage would be reduced con- 
siderably by the improvement. 


With an average monthly bill of 
$95.41 for mortgage payments and 
fuel when the house is not so in- 
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In 1910 it was—4 banks... 
In 1920 it was—6 banks... 
In 1930 it was—30 banks... 


In 1940 it was—176 banks... 


And in 1949 it is—413 banks... 


...that have been Central Hanover correspond- 
ents for 50 years or more. A bank is known by 


the correspondents it keeps. 


CENTRAL HANOVER 


BANK AND TRUST COMPANY 


NEW YORK 


Member Federal Deposit Insurance Corporation 





It is possible to save $32 each year by installing storm doors and windows. 


sulated, there would be an esti- 
mated cut to $88.75 after insula- 
tion was installed. 

Estimating the cost of the work 
at $500, payable over three years, 
under FHA rules, at an interest cost 
of $74, there would be a net sav- 
ing of more than $1,000 over the 
life of a 20-year mortgage, over 
and above the cost of the improve- 
ments. 

This $1,000 would be available to 
help meet mortgage loan payments 
instead of needless costs for waste 
fuel. 


In other words, by properly insu- 
lating a house at the time a 20-year 
$10,000 mortgage began to apply, 
the home buyer could cut his total 
outlay for repayments and fuel 
costs by one-tenth. And, in addi- 
tion, he would continue to make 
similar savings as long as the house 
stood. 

Naturally, in sections of the coun- 
try with the most extreme winter 
weather, those savings are greater 
than they are in relatively mild cli- 
mates. 

Surveys have shown that roost 
Americans would like to live in an 
insulated building. They consider 
many other advantages besides that 
of the money saving in reaching this 
conclusion, For that reason, the 
“plus” features of weather condi- 
tioning can add to the salability of 
a house and, in normal rental times, 
decrease the turnover in tenants. 
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Mineral wool insulation halts the 
spread of fire by blocking the flue- 
like spaces between the studs in 
frame dwellings. It cuts down hand- 


Savings In Fuel Resulting 
From Home Insulation 


1. At least 32% of the cost of 
insulation is saved each year by 
the reduction of fuel cost. 


2. A university test showed a 
saving of 45% of fuel cost. 


3. A saving of as much as 50% 
of fuel cost has been made by 
complete 


insulation, including 


storm sash. 

4. A net saving of $1,000 over 
the life of a 20-year mortgage is 
indicated—above the cost of the 
insulation and storm windows. 


firing chores and the need for “forc- 
ing” a furnace beyond capacity in 


extremely cold weather. Dusting 
and cleaning time is reduced by the 
lessening of drafts. Redecorating 
costs are lowered for the same rea- 
son. 

From the standpoint of an owner 
or a mortgage holder as well as an 
occupant, all these add up to mak- 
ing a certain piece of property more 
desirable as an investment. 


A Bank Must Assume 
Liability On Stop Payments 

Some banks have sought to re- 
lieve themselves from liability on 
stop payments by inserting a phrase 
including the following: 

‘‘Should the check be paid 
through inadvertence, accident, or 
oversight, it is expressly agreed 
that the bank will in no way be 
held responsible. The bank receives 
this request upon expressed condi- 
tion that it will not be in any way 
liable for its act should the check 
be paid by it in the course of its 
business.” 


Cases in court have shown that 
a statement such as this does not 
relieve the bank of responsibility 
if a check is paid on which pay- 
ment had been stopped. The only 
advantage a bank might gain in 
the use of this clause on a stop pay- 
ment order is that, especially in the 
case of smaller checks, it might 
have a psychological effect on the 
depositor, and he might not ask 
the bank to pay him money paid 
out on a stop payment because of 
the phrase. However, if the case 
goes to court, it is likely to be de- 
cided as a number of cases have 
already been decided—in favor of 
the depositor. 


This emphasizes the fact that 
handling stop payment orders is a 
very serious matter. A bank is 
bound to handle these orders and 
the problem is to make sure that 
everyone who might have such a 
check presented to him is suffi- 
ciently alert as to avoid its payment 
because of the stop payment order. 


Obviously, the longer the list of 
stop payment orders in existence, 
the more difficult it will be for 
tellers and bookkeepers to avoid 
paying checks on which payment 
has been stopped. It is important, 
therefore, to make use of some sys- 
tem whereby the depositors will 
promptly notify the bank when 
there is no further need for the 
stop payment order to be in effect. 

It is very easy for the customer 
to feel that his responsibility has 
ended when he has requested a 
stop payment. Unless the bank 
urges him at various intervals to 
remove the stop payment order, he 
is likely to overlook the fact that 
it becomes a nuisance to the bank 
if the order is not rescinded as soon 
as circumstances justify. 


BANKERS MONTHLY 





The new Todd pocket-check Imprinter 
is the success story of the year. From 
all parts of the country, thanks to the 
Imprinter, banks report more accounts 
... faster operations ... increased cus- 
tomer good-will... bigger business all 
along the line! 


Here’s just a sampling of 
what they say— 


And these 

are only 

a few 

of the 
enthusiastic 
comments we 
have received. 


COMPANY, INC. 


ROCHESTER NEW YORK 
SALES OFFICES IN PRINCIPAL CITIES 


DISTRIBUTORS THROUGHOUT THE WORLD 


ee ae 
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Increase your bank’s profits 

and build customer satisfaction with 

the new Todd Imprinter. For complete information 
without obligation, just clip and mail the coupon below. 


MAIL THIS COUPON NOW! 


THE TODD COMPANY, Inc., Rochester 3, N.Y. 

Please give me full information about the new Todd Imprinter. 
Bank. 

DA irccterttccnetnmatnnitingiiiii 


City 





By 


~ BM-9-49 
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4 VHE accompanying table shows 
the legal open line credits by 
states and the additional 

amount that may be loaned when 
the advance is secured by ware- 
house receipts on readily salable 
non-perishable commodities. At the 
end of the table is the amount al- 
lowed all national banks. 


A manufacturer has a $100,000 
inventory of readily marketable 
products for which there is a con- 
tinuous demand. He needs an ad- 
vance of $50,000 for current oper- 
ating expenses. If the bank has 
control of the $100,000 inventory 
which is moving into distribution 
every week, it has what is as near 
a perfect security for a loan as could 
be imagined. 

The inventory may be either a 
seasonal commodity, such as canned 
goods at canneries, grain in eleva- 
tors, and so on, with a peak load 
gradually being reduced through- 
out the balance of the year, or, by 
reason of the nature of the manu- 
facturer’s business, an inventory 
which is constantly turning over, 
such as wholesale groceries at the 
wholesalers and petroleum products 
at the refineries, thereby necessi- 
tating a continuous inventory 
throughout a greater portion of the 
year. 

The kind of business, character 
of the management, merchandising 
ability, and working capital of the 
borrowing company are, of course, 
most important factors in every 
loan. However, there are many 
kinds of business where field ware- 
house receipts enable the merchan- 
diser to arrange for credit in a 
simple and easy manner when the 
working capital is not up to re- 
quirements for an unsecured loan. 

Loans secured by field warehouse 
receipts covering currently salable 
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13,408 Banks May Lend More 
On Warehouse Receipts 


The national law and laws in 44 states (including D. C.) now al- 
low banks to make larger loans when secured by warehouse 
receipts on readily marketable collateral, than on open line. 


merchandise are made by many 
large commercial banks. The bank 
cannot take physical charge of the 
goods offered as collateral, so some 
device is needed to give the bank 
the protection of the value of the 
merchandise. Field warehousing 
provides the means of getting this 
protection by providing a way of 
placing the goods in the hands of a 
disinterested and independent third 
party. The third party in this case 
is the warehouse company operat- 
ing what is known as “field ware- 
houses.” . 

What constitutes a field ware- 
house depends on the type of goods 
stored. In the case of canned com- 
modities, it would be a building on 
the cannery premises, It may be a 
lumber yard adjacent to the mill, 
or oil tanks in a field at the re- 


A variety of goods may be used as collateral for a loan when 
protected by Field Warehouse receipts. 






finery. The property involved is un- 
der the control of the field ware- 
house company. Goods and chattels 
are in the possession and charge of 
the warehouse company, which 
maintains a custodian on the prem- 
ises where the goods are stored. This 
custodian is properly bonded and 
supervised by the warehouse com- 
pany. 

Warehouse receipts are issued by 
the field warehouse company for 
goods stored in their space. Receipts 
may be issued in either negotiable 
or non-negotiable form, whichever 
is preferred by the banker. 

The control of the goods is in the 
hands of the holder of the receipts 
—the banker. The banker does not 
release the goods until he receives 
payment to satisfy the release or 
is given receipts for other merchan- 


Nothing may be 


withdrawn for shipment without a release from the bank. 
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FIELD 
WAREHOUSING 


Warehouse Receipt Loans 
Against Inventory 


'— /™ we FF _— re CE 


Thousands of Warehouse Receipt Loans have been 
made against ‘hundreds of different kinds of inven- 
tories...stored in our warehouses set up on the 
borrower’s premises...and not once has the Bank’s 
right to the possession of the pledged inventories 
been successfully challenged. 


* 


OPERATING OFFICES 
128 Jackson St., Albany 1, Ga. e Healey Bidg., Atlanta 3, Ga. « 60 State St., Boston 9, 
Mass. « 14 Lafayette Square, Buffalo 3, N.Y. « Liberty Life Bldg., Charlotte 2, N. C. 
173 West Madison St., Chicago 2, Ill. « Thomas Bidg., Dallas 1, Texas « National Bank 
Bidg., Detroit 32,. Mich. « Roosevelt Bidg., Indianapolis 4, Ind. « 121 W. Forsyth St., 
Jacksonville 2, Fla. « 520 W. Seventh St., Los Angeles 14, Calif. « 39-45 No. Third 
St., Memphis 3, Tenn. « 2511 S. W. 24 Court, Miami 33, Fla. « 404 St. Charles St., 
New Orleans 12, La. « 16 So. Broad St., Philadelphia 2, Pa. « Keystone Bidg., 
Pittsburgh 22, Pa. « 425 East 8th St., St. Paul 1, Minn. « 243 Kearny St., San Fran- 
cisco 8, Calif. © 222 Spring St., Shreveport 69, La. « University Bldg., Syracuse 2,N.Y. 


New York Terminal Warehouse Company 
25 SOUTH WILLIAM ST., NEW YORK 4, N. Y. 
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Additional Loans Which Are Allowed By Law When Secured 


By Field Warehouse Receipts 


(on readily marketable non-perishable goods). 


The Figures Are In A Percentage Of Total Capital and Surplus. 


The figures in the column labeled “Secured by Warehouse Receipts” indicate the percentage 
of capital and surplus which may be loaned in addition to the percentage allowed for open line credits. 
The extreme limit for any one customer is the sum of the percentages given in the two columns. 

While these figures are supplied by the banking authorities, the local bank’s attorney should 
study the law to note additional requirements which cannot all be shown in this table. 


Srate 








SECURED BY 
WAREHOUSE 


REcEIPTsS 


Some ConpbITIons FoR ADDITIONAL LoANs 
on WaREHOUSE REcEIPTS 





Alabama ?.... 


Arizona.... 


Arkansas. . 


California... . 


Colorado... . 


Connecticut 


ee 


Georgia 


Illinois 


Indiana 


Kentucky 


Louisiana....... 


Oe 


Maryland 


Massachusetts... . 


Michigan 


Minnesota 


Mississippi 














No limit 
10 


No limit 


No limit 


No limit 


No increase 


15 


No limit 


No limit 


No increase 


40 











Loans up to 80% of the value of the goods may be made. 


Secured by readily marketable non-perishable staple com- 
modities in warehouse. 


Secured by fully insured warehouse receipts on property 
whose market value is 10% in excess of the loan. 


While a bank may loan only 10% of capital funds to one 
individual without security, it may loan an additional 15% 
at a later date upon goods whose market value is 15% in 
excess of the loan. Or it may loan as much as 25% at one 
time on goods whose market value is 115% of the loan if 
there is no open line credit. 


Secured by warehoused commodities. 


Goods must exceed loan by 15% in value. 


When market value of goods is 115% of loans. 
When market value of goods is 120% of loans. 
When market value of goods is 125% of loans. 
When market value of goods is 130% of loans. 
When market value of goods is 135% of loans. 
When market value of goods is 140% of loans. 


Secured by warehouse receipts. 


Loans up to 80% of the value of the goods may be made 
when the security is fully insured and title is transferred. 


Goods represented by warehouse receipts or bills of lading 
must be worth 120% of loan. 


No provision for additional loans. 


Secured by warehouse receipts on goods valued at not less 
than 115% of loan. 


When loan is secured by fully insured warehouse receipts on 
readily marketable collateral with a value of 120% of the 
loan. 


When loan is secured by bona fide warehouse receipts on 
readily marketable collateral. 


Loans must be fully secured by warehouse receipts on 
readily marketable staple products. 


When fully secured by warehouse receipts for readily mar- 
ketable goods. 


Loans must be secured by warehoused commodities whose 
market value is equal to the excess, and approved by the 
majority of the board of directors. 


Secured by goods or commodities in process of shipment or 
in bonded warehouses. But total liabilities of one borrower 
must not exceed 30%. 


No provision for further loans. 


15%, secured by 115 
5%, secured by 120 
5%, secured by 125 
5%o , secured by 130 
%, secured by 135 
5%. secured by 140%. 
40%, in addition to regular 10% open line loan. 


Secured by warehoused goods, fully insured or stored in 
—- warehouse, with market value 10% in excess of 
oan. 


Secured by warehouse receipts; loans made on bills of lading 
— to 80% of the market value of the goods repre- 
sent 








For banks with capital stock under $500,000. 
For banks with capital stock over $500,000. 


Includes undivid 


profits with capital ‘and surplus. . 


These valuations apply only to that part of the loan which is in addition to the open line credit. 


dise satisfactory to him in substitu- 
tion. 

Those who are not familiar with 
field warehousing might be misled 
into taking receipts of a subsidiary 
company organized by the company 
owning the goods stored. This does 
not constitute third party bail- 
ments. Loans secured by receipts of 
such a company are not properly 
collateralized, although receipts of 
this kind have actually been taken 
by some banks. 

The field warehouse company 
must be able to prove actual third 
party possession and control —it 
must be a corporation organized for 
the purpose of storing goods for 
others for profit and must operate 
in compliance with the Uniform 
Warehouse Receipts Act, which Act 
has been approved by all but four 
states — Georgia, Kentucky, New 
Hampshire, and South Carolina. 

There are a number of experi- 
enced and reliable companies in the 
business and they will be glad to give 
you details regarding their bonding 
and custodian arrangements. Their 
method of operation, past perform- 
ance, and reputation can be checked 
through bank correspondents. 

The moral responsibility of the 
borrower, his products, reputation, 
and so on, are the first requirements 
in considering a loan. Field ware- 
house receipts are necessary protec- 
tion in any commodity loan where 
the inventory must remain in stor- 
age on the premises of the bor- 
rower, However, your work has 
only begun when the loan has been 
made. It seems rather peculiar to 
work hard to get a loan on the 
books and then immediately begin 
to energetically work for its liqui- 
dation. Orderly marketing of the 
commodity is one of the most im- 
portant factors and, accordingly, 
liquidation should normally begin 
promptly. For instance, if the prod- 
uct is agricultural, the goods should 
be distributed before a new season. 

It is important for the loan officer 
to become familiar with the prod- 
ucts and usual methods of market- 
ing. This takes study and experi- 
ence. 

A great many loans secured by 
field warehouse receipts are made 
to canners. Canned goods are well 
adapted to this type of financing. If 
the prospective borrower is a can- 
ner of tomatoes, trade references 
and the sales record of the company 
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BOOKKEEPING MACHINE 


the one bookkeepiné machine for modern bankers 


designed to speed and save on loan or trust accountin$é... 


and here’s why... The alert executive today is most con- 
scious of reducing all costs, and this new Remington Rand 
machine has been geared to eliminate administrative 
waste-holes. It produces all the accounting records needed 
by bankers more efficiently and more economically than 


ever before. Here is how: 


Faster results...every feature of this bookkeeping ma- 
chine has been electrified. Balances are computed and 
printed automatically, and improved tabulation and high 
speed timing eliminate operator-strain— increase operator 


worktime. 


Simpler operation...related records — such as trust 
«counting statements, ledgers and asset accounts and their 
journals, or any others are produced simultaneously — 
records for every breakdown, for every necessary depart- 
nent. New “snap-on” registers give extra flexibility... 


they're easily repositioned for any new application. 
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New functional design...many new, special features 
guarantee operator-owner appeal. This streamlined beauty 
has new organ type, finger-grooved keys—and uniform 
printing impressions are assured. The writing line is com- 
pletely visible, and register totals are magnified for even 
easier reading. Yes, in every way it’s designed to speed and 
save in your accounting administration. 


But see for yourself. Call your nearby Remington Rand 
representative, or write for free booklet, “Fashioned 
for Business Administration.” Remington Rand Ince., 
Dept. BM-9, New York 10, N. Y. 
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* $10,000 or 1% of gross assets. 


.. | SECURED BY 
STATE — | WAREHOUSE 
= REcEIPTS 
ica ose | 
Missouri | 15-25 35 
Montana | 20 | No limit 
Nebraska at ae No increase 
Nevada.... | 25 No increase 
New Hampshire 10 | 25% 
| 
| 
3.) 
New Jersey . ; 10 | 15 
New Mexico. . ia a 10 
| 
New York.... ; 10 15 
| 
North Carolina....| 20 | No limit 
| 
North Dakota | 10-15 No limit 
| 
Ohio.... 10 | 15 
20 
25 
| 30 
| 35 
40 
Oklahoma. 15 10 
15 
20 
25 
30 
35 
40 
Oregon 10 25 
30 
35 
40 
45 
50 
Pennsylvania 10 * No limit 
Rhode Island 10 40 
South Carolina. . 15 15-50 
| 
South Dakota... 20 | No increase 
| 
Tennessee.... 15 10 
Texas. . 25 No limit 
Utah... } 15 10 
l 5 
| 20 
25 
30 
| 35 
| | 
Vermont | . No limit 
Virginia. . 15 40 
Washington 10 No limit 
West Virginia. . |} 10 25 
| | 
Wisconsin : | 15-20 | 30 
| | 
Wyoming 20 «| 10 
| 20 
| 30 
Federal (applies to 10 15 
all national banks) 20 
25 
| 30 
35 
40 











Additional Loans Which Are Allowed By Law When Secured 
By Field Warehouse Receipts 


The Figures Are In A Percentage Of Total Capital and Surplus. 


Some ConpiTIONs FOR ADDITIONAL LOANS 
on WAREHOUSE RECEIPTS 





Secured by warehouse receipts on agricultural products or 
their derivatives having a market value of 15% more than 
the loan. 

If goods stored are worth 120% of the loan. 

Law does not provide for any exceptions. 

No provision for additional loans. 

Goods valued at 115% of loan. 

Additional 5% for each 5% of value above 115%. 
limit is 50% of capital funds. 


When valued goods is 115% of loan. 


The 


When properly secured by warehouse receipts. 


Loans secured by warehouse receipts may be made in excess 
of legal limit if approved by the Comm. of Banks for a period 
not to exceed 120 days. 


Loan must be secured by warehoused goods or bills of lading 


When market value of goods is 115% of loan. 4 
When market value of goods is 120% of loan. 

When market value of goods is 125% of loan. 
When market value of goods is 130% of loan. 
When market value of goods is 135% of loan. 


When market value of goods is 140% of loan. 
When market value of goods is 125% of loan. ¢ 
When market value of goods is 130% of loan. 
When market value of goods is 135% of loan. 
When market value of goods is 140% of loan. 
When market value of goods is 145% of loan. 
When market value of goods is 150% of loan. 


When market value of goods is 155% of loan. 


When market value of goods is 115% of loan. 
When market value of goods is 120% of loan. 
When market value of goods is iB of loan. 


. 


When market value of goods is 130% of loan. 
When market value of goods is 135% of loan. 
When market value of goods is 140% of loan. 


Secured by fully insured collateral conveying title to readily- 
marketable non-perishable staple goods, having an ascer- 
tained market value 15% in excess of liability. 


When covered by bills of exchange drawn in good faith 
against actually existing values. 


Secured by shipping documents or warehouse receipts for 
readily marketable, non-perishable staples, which are fully 
insured 

No provisions for additional loans. 


Secured by warehouse receipts or otherwise and approved 
in writing by the board of directors of the bank. 


Must have a 25% margin of value above the loan. 


When market value of goods is 115% of loan. 4 
When market value of goods is 120% of loan. 
When market value of goods is 125% of loan. 
When market value of goods is 130% of loan. 


When market value of goods is 135% of loan. 
When market value of goods is 140% of loan. 


Goods worth 125% of loan. 
Secured by shipping documents or warehouse receipts. 


Warehouse receipts .must be issued on marketable basic 
commodities with a value of 115% of the face of the loan. 


Secured by shipping documents or warehouse receipts. 
When market value of goods is 115% of loan. 


Secured by warehouse receipts for readily marketable, non- 
perishable goods which are fully insured if customary, and 
when market value of goods is 140% of loan. 


When market value of goods is 130% of loan.‘ 
When market value of goods is 140% of loan. 
When market value of goods is 150% of loan. 


When market value of goods is 12 of loan. 
When market value of goods is 125% of loan. 
When market value of goods is 130% of loan. 
When market value of goods is 135% of loan. 


When market value of goods is 115% of loan 
When market value of goods is Hi of loan. 





are tabulated. In addition, the loan 
officer gets as complete information 
as possible regarding canned toma- 
toes. 

He keeps in touch with the 
movement of the collateral. If goods 
are not being moved, the reason is 
investigated. Naturally, there are 
certain seasons when the movement 
is slow and these are taken into 
consideration. 

There are many small towns in 
which packing houses and other in- 
dustries handling a seasonal prod- 
uct are operating with insufficient 
capital to enable them to avoid bor- 
rowing. The local banker may well 
have a full discussion with the man- 
agement in order to determine the 
requirements for seasonal expan- 
sion. If he finds that the needed 
advances are not too large for his 
own bank to handle, he can readily 
make arrangements for the field 
warehousing protection. The local 
business belongs with the local 
bank. 

A bank may lend a larger percent- 
age of capital and surplus when the 
loan is secured by commodities than 
is conservative when loaning unse- 
cured. If, on the other hand, the ad- 
vances needed are too large for the 
local bank, the next step is a confer- 
ence with the loan officer of the 
nearest city correspondent who has 
charge of field warehousing and 
commodity loans. Arrangements can 
be made for the loans to be handled 
cooperatively between the local 
bank and the city correspondent. 
In this way, the local banker has 
the benefit of the experience and 
facilities of the larger bank. In turn, 
the larger bank has the benefit of 
the local banker being on the ground 
and in a position to make a personal 
inspection of the goods or of the 
work of the field warehousing com- 
pany at any time. 

Field warehousing receipts have 
stood all legal tests. The banker has 
been able to take out his goods cov- 
ered by receipts and have the mer- 
chandise sold with proceeds applied 
in payment of his loan when neces- 
sary. The receipts are protection 
against general creditors, which is 
one of the main reasons for taking 
them—the bank is paid first. 

While warehousing laws of the 
various states give some protection 
to banks holding warehouse receipts, 
the law cannot check the manage- 
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Bud Bhrit’s the Silver Spoon Kid in this 
town—VIP family, church pillars, with 
pieces of local banks... famous father 
who left a flock of friends, and successful 
businesses when he died, and they say 
his mother sort of snoots Local Society. 
Bud has personality,and good looksenough 
for twins...too much of everything! Loafed 
through school and in college was strictly a 
good time Charley. 

He took the War hard, though...in as 
a boot Marine, out as a First Looie with a 
smorgasbord of ribbons. Came home to the 
family businesses, and a year ago he tossed 
out the trustees and started to run things— 
but good! Also picked up a metal furniture 
factory on his own...Which disappointed 
the tut-tutters who figured the poor little 
rich boy in business would flop hard! 

Anyway, I thought he could use a few 
postage meters . . . He said he’d see me, if 
I came at six p.m. to the furniture factory. 


is a postage meter for everybody! 
...only a little larger than your 
phone—but it stamps and s-als 
mail of all kinds and classes’... 


Write for descriptive folder...today! 


September, 1949 


He caught on quick to the postage 
meter. ‘‘Prints postage, eh! Oh, I see... 
die makes an ink impression on the 
envelope . . . meter stamp, postmark—and 
with the meter stamp, an ad free!... 
Hmm—print anything but threes!” 

I indicated the dial you turn to get any 
amount of postage, for any kind of mail. 
He liked the idea of buying postage by 
having the postoffice set the meter, then 
printing it as you need it—and always 
having your postage protected and also 
automatically accounted for by the meter. 


“Dim rutvre for ordinary stamps,” he 
said. “About time, too. I threw away wads 
of airmails in the Islands—fouled up with 
sweat .. . What’s this?” 

He tried the device for sealing envelope 
flaps, and played with the meter as if it 
were a machine gun, asked about the fast 
service metered mail gets in the postoffice 
... then seemed to cool off. 

“Fine thing in some offices, but we 
don’t need one. Not much mail around 


PITNEY-BOWES, Inc., 
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here, and anyway, the girls can whip it out.” 

But before I could say anything... 

“Why Bud, your secretary was still 
working on the mail a half hour ago when 
I got here. Serve you right if she leaves. 
Give the man his order—it’s after seven 
now, and I don’t like men who make me 
wait for my dinner!” 

Bud laughed. “‘There’s the boss,” he 
said, and introduced his mother . . . sixty 
something and still beautiful, with a 
wonderful smile and yoice. 

Bud excused himself to wash up. 

Mrs. Bhrit lowered her voice. “I hated 
sticking stamps and sealing letters when I 
worked for Bud’s father thirty years ago... 
I would have liked a postage meter then!” 

Oh Boy! Wonder if Research could get 
lists of office girls who married their bosses! 
What a slogan for postage meters! ... 
Ask the girl who didn’t have one! . . .Well, 
anyway, I now have five meters in Bhrit 
enterprises . .. and three still to go! 


Wirn today’s high clerical costs... 
metered mailing shows a considerable 
saving in the busy office... is worth its cost 
in convenience in any size firm—including a 
bank! .. . For full facts what the postage 
meter can do in your bank... write for 
... ‘So You Have No Mailing Problems?” 


ago Meter 


3802 Pacific Street, Stamford, Conn. 
Originators of the postage meter ...largest makers of mailing 
machines ...offices in 93 cities in U. S. and Canada. 



































































Ten Features Of Field Warehousing 


1. Field warehousing obviates the necessity of the bank taking 
physical charge of collateral goods. 

2. The warehouse company acts as an independent third party, 
is fully bonded, and operates under the Uniform Warehouse Re- 
ceipts Act. 

3. The warehouse itself may be a building, tanks (in the case 
of oil), or piles of the goods (coal or lumber, for example). 

4. The “warehouse” is under the control of the warehouse 
company and the goods are in its charge, while the bank has the 
loan. 

5. Warehouse receipts are issued in either negotiable or non- 
negotiable form. 

6. Field warehouse receipts have stood legal tests and are pro- 
tection against general creditors. 

7. The loan officer should familiarize himself with the prod- 
uct, the market, and marketing methods. 

8. He should keep informed regarding the movement (sale) 
of the collateral goods. 

9. Banks in small towns can profitably arrange warehousing 
service for local packing houses and other industries. 

10. To handle advances too large for the local bank, a coopera- 
tive arrangement with the city correspondent can be mutually 
beneficial. 








































































































These Banks May Make Larger Loans 
On Warehouse Receipts 
1. All national banks. 
2. Banks in the District of Columbia. 
3. State banks in the following states: 












































































































































Alabama Louisiana Oklahoma 
Arizona Maine Oregon 
Arkansas Maryland Pennsylvania 
California Michigan Rhode Island 
Colorado Minnesota South Carolina 
Connecticut Mississippi Tennessee 
Delaware Missouri Texas 
District of Columbia Montana Utah 

Florida New Hampshire Vermont 
Georgia New Jersey Virginia 
Idaho New Mexico Washington 
Indiana New York West Virginia 
Iowa North Carolina Wisconsin 
Kansas North Dakota Wyoming 
Kentucky Ohio 











ment of the warehouse company, 

A bank wants, not merchandise, 
but a going concern, that reduces 
its loans at frequent intervals and 


Summary Of State Laws On 
Warehouse Receipt Loans 


1. Forty-four states (including 
D. C.) now allow a bank to lend 
more on warehouse receipts than 
on open line. 

2. In 15 states, no limit is set as 
to amount. 

3. In 29 states (including D. 
C.) limits are set according to 
prescribed margins or per cent of 
capital funds. 

4. Only 5 states still allow no 
increase to state banks in loan 
line when the loan is secured by 
warehouse receipts. 





completes payment in a compara- 
tively short time. 

While there is, perhaps, more 
canned goods stored under the field 
warehousing plan than any other 
one class of merchandise, there are 
many other products that can be 
handled in the same way. Banks in 
agricultural districts can get protec- 
tion for loans by having grain ele- 
vators placed under the custodian- 
ship of field warehousemen. In this 
line of business, a knowledge must 
be gained of the methods of protect- 
ing grain against fluctuating prices 
by the process of hedging. When 
grain is properly hedged and cov- 
ered by a valid warehouse receipt, 
there is no better loan. 

Coal may be used as collateral 
when placed in charge of field ware- 
housemen, even though the coal may 
be in piles or bins in the coal deal- 
er’s yard, or on coal docks. The 
warehouseman is responsible for 
tonnage subject only to normal 
shrinkage, and is responsible to the 
bank if any of the collateral is not 
delivered upon presentation of the 
warehouse receipt. 

Liquids, such as crude oil, gaso- 
line, and other petroleum products, 
may be readily warehoused as col- 
lateral by having the tanks in which 
the liquid is stored under the cus- 
todianship of field warehousemen. 

Dried fruit, wool, cotton, groceries 
at the wholesalers, hides at the tan- 
neries, sugar, steel, other metals, 
flour and feeds at the mill, seeds, 
and many other products may be 
used as collateral in the same way. 
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‘‘Nuts to this job... too much nightwork!’’ 


- 
Frankly, we haven’t yet designed the Monroe that will 


solve this particular brand of nightwork. But for the 
nightmares piled up by excessive figure work .. . there, 
gentlemen, we have it! 
It’s the Monroe Shuttle Carriage Adding- Listing 
Machine ... long name for a machine that gives such 
short shrift to figures. Fast carriage action, direct sub- 
traction, ““Velvet Touch” make it a “‘whiz’”’ at handling fi MONROE 
old and new balance proof on savings accounts. Lv SAVINGS 
It prepares control sheets, totals old and new bal- ne PROOF 
ances, deposits, withdrawals. . . registers credit balances MACHINE 
automatically! Besides handling all run-of-the-mill 
adding and listing jobs! 
But why get technical? Just say it’s a Monroe. That 


means it saves.time, trouble, money. Because whatever 
the figure job, Monroe makes exactly the model to 


handle . oo faster, better, more economically. MACHINES FOR BUSINESS 


The local Monroe office will gladly show you. 


Monroe Calculating Machine Company, Inc. * General Offices * Orange, New Jersey 
September, 1949 21 





Circle the letter preceding the 
answer you think is correct in each 
case. Score yourself as follows: 


Correct answers Score 

18, 19, 20 Very Superior 
15, 16, 17 Superior 
12, 13, 14 Good 
8, 9, 10, 11 Average 
5, 6, 7 Poor 
1, 2, 3, 4 Very Poor 
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Bankers Monthly Pictu 


All questions are based on new equipment in The First National 
Bank of Boston as shown in the nine cuts herewith which we 
recently published in the bank’s employee magazine “Abou 
The First.” 


(Answers on page 37) 
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Which employee would you say 
is using the machine shown in 
picture No. 1? 


a. Trust officer; b. Vault attendant; ¢. Teller. 


If you were using the machine 

shown in picture No. 1, how 
many keys would you need to 
punch in order to get change for a 
dollar if you wished 37 cents de- 
ducted? 


a. 2; b. 1; ¢. 3. 


gy If there were only one dime 

left in the machine shown in 
picture No. 1, could you punch a 
key, calling for two dimes to be 
delivered, with the result that you 
might make an error in delivering 
the amount of coins desired to the 
customer? 


a. Yes, the operator must watch the coin rack; 
b. No, the keys are locked when the coins get 
low in any one of the receptacies. 


Picture No. 1 should make you 
think of which of the following 
names: 


a. Brandt; b. International; ¢. National. 


Which of the following is the 
proper name for the machine 
shown in picture No. 2? 


a. Calculating machine; 


b. Comptometer; 
¢. Electric typewriter. 


Which of the following is most. 


likely to indicate the number 
of coins the machine in picture No. 
3 will handle in one minute? 


@. 2,500; b. 1,000; ¢. 5,000. 


How does the operator of the 

machine in picture No. 3 know 
how many coins have been put 
through the machine? 


a. He counts them as he pushes them into the 
disk; b. They ore weighed after they go 
through the machine; ¢. There is o counting 
meter on the machine. 


September, 1949 
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Which of the following names 
comes to mind when you look 
at picture No. 4? 


a. Addressograph; b. Multilith; ¢. Gordon. 


Which of the following types of 
work can be done on the ma- 
chine in picture 4? 


a. Folding letters; b. Duplicating letters; c¢. 
Collating pages of letters. 


Which of the following num- 

befs would you think represent 
the*number of pieces of paper that 
go through the machine in picture 4 
in one hour? 


a. 15,000; b. 2,500; ¢. 6,000. 


Picture No. 5 shows a machine 

which you may never have 
seen or heard of. It’s a good idea, 
however, to know ‘how it is used 
in a bank. What uses would you 
guess represent its service? 


a. Envelope sealer; b. Postage meter; ¢. Enve- 
lope inserter. 


Picture No. 6 shows a type of 
machine now used in some of 

the larger banks of the country for 

which of the following services? 


@. Currency counter; b. 


Envelope sealer; 
c. Postage affixer. 


What is the machine in picture 
7? 


a. Air conditioning unit; b&b. Photographic 
copying machine; ¢. Elevator motor. 


Most every bank employee will 
know what the young lady is 
doing in picture No. 8. 


a. Proving deposits; b. Writing a cash letter; 
¢. Photographing checks. 


In picture No. 9, you see a 
young lady operating two ma- 

chines. One, you will see, is a type- 

writer. What is the other one? 


@. Phonograph; b. Disk transcribing machine; 
¢. Radio. 


How does the typist in picture 
No. 9 control the machine which 
you see on the table beside her? 


a. There is a foot control; b. She reaches over 
with her right hand and moves a lever; ¢. She 
speaks into a microphone. 


If you were in the new busi- 

ness department of your bank, 
which of the machines shown on the 
opposite page would you be most 
likely to use? 


a. 3; b. 1; «. 4; d. 5. 


If you were working in the 

money department, which of 
the machines shown on the opposite 
page would you be most likely to 
use? 


a. 7; b. 3; «. 6. 


If you were working for the 
president, which of the ma- 

chines shown on the opposite page 

would you be most likely to use? 


a. 6; b. 1; «. 9. 


If you were working in the 

transit department, which of 
the machines in the pictures on the 
opposite page would you be most 
likely to use? 


a. 8; b. 1; «© 3. 


Quiz Reprints Available 
For Nominal Fee 


Reprints of the popular Bankers 
Monthly Quiz containing questions 
and answers of interest to everyone 
in your bank, are now available at 
a nominal cost. 

With the exception of quizzes 
printed in August and September 
1945, the Quiz Editor will be able 
to supply you with an unbroken 
succession of reprints from August 
1944, numerically speaking, No. 15, 
through the current issue. 

Reprints are priced at five cents 
a copy for orders of less than 5, 
two cents a copy for requests of 
more than 5, and 50 cents for one. 
reprint of each of the quizzes pub- 
lished throughout one year. 

Address, Reprint Editor, Bankers 
Monthly, 536 South Clark Street, 
Chicago 5, Ill. 
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IF YOU’RE NOT ALREADY USING 


THE Recordak [nants Ouiliny 


IN YOUR BANK... 


advantages 


An adding machine tape . . . or proof machine tape . .. 
serves as your Recordak transit letter . . . can be pre- 
pared many times as fast as a descriptive transit letter. 

Many times as fast . . . because it’s only necessary 
for your clerks to list check amounts . . . and drop the 
checks into the Recordak Microfilmer, which gives 
you the rest of the record — automatically! This sim- 
ple routine eliminates tedious descriptions of individual 


items . . . cuts your work-periods to a fraction . . 
greatly reduces the chance of transcription errors. 


b Consider met 


When you use the Recordak Transit System, you get 
a photographically accurate and complete record of all 
items handled. A record that’s on compact rolls of 
microfilm . .. which can’t be altered without detection 
... which can be vault-stored, if you wish. All told, a 
record that protects you as never before—against in- 
ternal and external loss, fraud, and error. 


And there’s this important advantage, too. Should 
your transit letters be lost or destroyed en route, 
Recordak Corporation will produce facsimile prints— 
free of charge—directly from your microfilm records. 
A service that saves time and dollars for you . . . and 
minimizes depositor-inconvenience. 


In 1928 the Recordak Transit System was introduced 
in a New York bank. Today it is an established routine 
in thousands of banks. In community banks. . . a8 
well as the largest banks . . . because savings in time, 
effort, dollars—and increased protection—are assured 
wherever transit items are handled. 


There are other important factors, too, which are part 
of this sensational “acceptance story”... which should 
be of special interest to every banker. 
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Recodak Microflners- are designed and built by KODAK 


The Eastman Kodak Company—world’s foremost 
manufacturer of photographic equipment and sup- 
plies—has backed Recordak from the start. 

Its design, engineering, and production “know- 


No capital investment necessary 


You can obtain the Recordak Microfilmer best 
suited to your requirements without capital invest- 
ment ... at a low monthly rental charge that in- 
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how” are reflected in the complete line of Recordak 
Microfilmers. Each machine is precision-built for 
easy, trouble-free microfilming . .. is designed to 
meet specific volume requirements at minimum cost. 


cludes free servicing and parts replacement. 
An important feature, this . . . as thousands of 
bankers know! 
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Get all the facts on the way Recor- 
dak microfilming can bring new 
efficiency to your transit, bookkeep- 
ing, and other routines. Write today 
for a copy of “In bank after bank 
after bank.” It’s free! Recordak 
Corporation (Subsidi- 

ary of Kastman Kodak 
Company), 350 

Madison Ave., New 


York 17, N. Y. 


SRECORORK 


(Subsidiary of Eastman Kodak Company) 


originator of 
modern microfilming— 
and its application 
to banking systems 


**Recordak” is a trade-mark 





Protection Against Forgery Losses 
Given By Statutes Of Limitations 


The protection is a matter of limitation of time during which a bank 
may be sued for recovery on a forged signature or a raised check. 


By PAUL C. HODGE 


General Counsel, 
Federal Reserve Bank of Chicago 


ar THE absence of a special forged 
check statute, the state statute of 
limitations covering written con- 
tracts applies to an action by the 
drawer on a forged check and be- 
gins to run not later than the time 
the check is paid by the drawee 
bank. 

Various states have adopted spe- 
cial statutes of limitations fixing a 
time limit beyond which a drawee 
bank will not be liable on a forged 
or raised check. For example, the 
Wisconsin statute (sec. 116. 28) 
provides, “No bank shall be liable 
to any depositor for the payment by 
it of a forged or raised check unless 
action therefor shall be brought 
against such bank within one year 
after the return to the depositor by 
such bank of the check so forged or 
raised as a voucher.” 

The Wisconsin statute sets a time 
limit after which suit by the de- 
positor will be barred. Most of the 
statutes are worded so as to bar 
liability on the part of the drawee 
unless the depositor notifies the 
bank of a forgery within a specified 
time after the return of the can- 
celled checks. The time limit con- 
tained in these special statutes 
varies from a minimum of three 
months to as many as two years. 

A majority of the courts have held 
that this type of statute covers only 
raised checks and forged signatures 
and does not apply to forged in- 
dorsements. In order to furnish 
more protection to banks, it would 
be preferable for those statutes 
which are incomplete to be amended 
to apply to forged indorsements, 
forged signatures, raised checks and 
also to altered checks. 

Notwithstanding the existence of 
a special statute of the type referred 
to, the depositor has a duty to report 
a forgery promptly upon discovery, 
and his failure to do so will be con- 
sidered negligence. 
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A statute called “Final Adjust- 
ment of Statements of Account Stat- 
ute” has been recommended by the 
American Bankers’ Association, 
which it is suggested be correlated 
with the forged check statute. The 
adjustment statute provides in sub- 
stance that, after a specified period 
(five or six years) from the time the 
statement of account afid vouchers 
have been delivered to the depositor 
and with no objection thereto by the 
depositor during that period, the 
account shall be deemed settled and 
correct. 

By the end of the year 1945, only 
eleven states had adopted a “Final 
Adjustment of Statements of Ac- 
count Statute,” some prescribing a 
five-year limitation period and 
others a six-year period. In those 
states which also have a forged or 
raised check statute the lesser 
period of limitations prescribed 


therein would, of course, be applic- 
able to a claim or suit by a deposi- 
tor against the drawee bank on a 
check bearing a forged signature. 

The determination of when the 
statute of limitations begins to run 
against a drawee bank with respect 
to its right to recover on a forged 
indorsement from a prior holder or 
indorser depends upon the theory 
that the recovery is claimed or as- 
serted. 

If the drawee bank bases its ac- 
tion ‘to recover either upon the 
money paid under a mistake of fact, 
the general rule is that the right to 
recover accrues at the time of pay- 
ment of the check bearing the 
forged indorsement, and, therefore, 
the applicable statute of limitations 
begins to run at that time. This is 
the rule even though the forgery 
may not be discovered until a later 
date. A few courts, however, for 





Types Of Laws Protecting Banks In Cases Of Forgery 


1. Various states have adopted 
special statutes of limitations fix- 
ing a time limit beyond which a 
drawee bank will not be liable 
on a forged or raised check. 


2. In the absence of a special 
forged check statute, the state 
statute of limitations covering 
written contracts applies to an 
action by the drawer. 


3. Most of the statutes are 
worded so as to bar liability on 
the part of the drawee unless 
the depositor notifies the bank of 
a forgery within a specified time 
after the return of the cancelled 
checks. 


4. A majority of the courts 
have held that this type of statute 
covers only raised checks and 
forged signatures and does not 
apply to forged indorsements. 


5. Notwithstanding the exist- 
ence of a special statute of the 
type referred to, the depositor has 
a duty to report a forgery prompt- 
ly upon discovery, and his fail- 
ure to do so will be considered 
negligence. 


6. A statute called “Final Ad- 
justment of Statements of Ac- 
count Statute” has been recom- 
mended by the American Bank- 
ers Association, which it is sug- 
gested be correlated with the 
forged check statute. The adjust- 
ment statute provides in sub- 
stances that, after a specified 
period (five or six years) from the 
time the statement of account 
and vouchers have been deliv- 
ered to the depositor and with no 
objection thereto by the depositor 
during that period, the account 
shall be deemed settled and cor- 
rect. 
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HAD QUARTERS 
BEFORE 


Wark PIAINS 


Elijah Miller House 
where Washington Planned 
his Campaign 


Esopus WASHING- 


Ton’s slumbers often 

must have been uneasy 

during the nights he 

spent in the Elijah Mil- 

ler house. Here he had 
his headquarters during the anxious period 
of the White Plains campaign and here he 
planned his army’s strategic retreat into 
New Jersey. 

Though a small village at the time of the 

Revolution, White Plains was of consider- 
able importance as county seat and busi- 
ness center. The Declaration of Independ- 
ence was given official reading from the 
steps of the old court house for the first 
time in the colony. 
As the Declara- 
tion changed the 
Colony of New 
York to the State, 
the court house is 
considered the 
birthplace of the 
State of New 
York. 

Washington es- 
tablished his 
White 
headquarters in October, 1776, and re- 
mained there until November 10th. The 
house was owned by the widow Ann Miller, 
whose husband, Adjutant Elijah Miller, had 
died a few months earlier. Standing just 
over the most northerly boundary of White 


Plains 


Plains, it was a simple farmstead which had 


September, 1949 


Old-time utensils adorn fireplace in family kitchen 


been built about 1738 and was enlarged by 
an addition in 1770. 

During his stay at the Miller home, 
Washington occupied two rooms in the 
newer part, one of which had a door open- 
ing on the porch, thus making it possible 
for visiting officers to come and go without 
encountering the family. Built at the foot 
of a hill from which the last shot of the 
White Plains campaign was fired, the house 
had a secluded yet accessible location which 
made it ideal as a military headquarters. 

Mrs. Ann Miller continued to occupy the 
house until her death at the age of ninety- 
two. This served her 
country long and well. Besides her husband, 


patriotic woman 


she lost her two 
sons to the cause 
of freedom. Both 
died on the same 
day of disease 
contracted in 
camp. In addition 
to making her 
home available to 
Washington, Mrs. 
Miller nursed 
many wounded 
soldiers there. 
Shaded by an ancient sycamore tree on 
which George Washington must have 
looked, the house he made his headquarters 
is now maintained by the Westchester 
County Park Commission and the White 
Plains Chapter of the Daughters of the 
American Revolution. Many fine Revolu- 


tionary relics are on display. An interesting 

feature of the house is the cellar cut into the 

hillside where ammunition was stored for 
the troops encamped nearby. 

Washington was again in White Plains in 

1778 and in 1781. On the second of 

these visits the war 

had progressed so 

satisfactorily that 

he commented in a 

letter to one of his 

officers that the 

army “which was 

the offending par- 

ty in the beginning 

is now reduced to 

the use of spade 

Used to store ammunition and pickaxe for 

defense. The hand of Providence has been 

so conspicuous in all this that he must be 

worse than an infidel that lacks faith and 

more than wicked that has not gratitude to 
acknowledge his obligations.” 


* * * 


The Home, through its agents and 
brokers, is America’s leading insurance 
protector of American homes and the 
homes of American industry. 


«x THE HOME * 
Srsurance Company 


Home Office: 59 Maiden Lane, New York 8,N.Y, 
FIRE ® AUTOMOBILE « MARINE 


The Home Indemnity Company, an affiliate, 
writes Casualty Insurance, Fidelity & Surety Bonds 
Copyright 1949, The Home Insurance Company 
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example in Missouri, hold that the 
statute of limitations does not begin 
to run until the forgery is discov- 
ered. 

Under Regulation J of the Board 
of Governors of the Federal Reserve 
System (Section 5), each member 
and non-member clearing bank 
which sends checks to any Federal 
Reserve Bank for collection agrees 
among other things to indemnify 
the Reserve Bank for any loss or 
expense resulting from the Reserve 
Bank’s guaranty of prior indorse- 
ments, and they also agree to guar- 
antee all prior indorsements wheth- 
er or not a specific guaranty is in- 
cluded in the indorsement of the 
forwarding bank. Regulation J 
further provides that the Reserve 
Banks will act only as agents for 
collection and will assume no liabil- 
ity except for their own negligence 
and their guaranty of prior indorse- 
ments. 

A number of courts have held 
that if suit is brought to enforce a 
contract of indemnity rather than 
on the theories of express or im- 
plied warranty or payment under 
a mistake of fact, the statute of 
limitations does not begin to run on 
the contract of indemnity until a 
loss has been sustained. An illustra- 
tive case is that of Federal Reserve 
Bank of Atlanta vs. Atlanta Trust 
Co. 91 Fed. (2nd) 283, 117 A.L.R. 
1160. (Certiorari denied, 302 U.S. 
738). 

In that case the Atlanta Trust 
Company received certain checks 
bearing forged indorsements and 
sent them for collection to the Fed- 
eral Reserve Bank of Atlanta which 
sent them through the Federal Re- 
serve Bank of Chicago to the drawee 
bank. Each bank guaranteed prior 
indorsements and each bank in the 
handling of these items was sub- 
ject to the indemnity provisions of 
Regulation J. 

More than six years after the 
Federal Reserve Bank of Atlanta 
had received the checks for collec- 
tion, but about one year after it had 
been required to refund to the 
drawee bank, the Atlanta Reserve 
Bank’s surety company sued its in- 
dorser, the Atlanta Trust Company, 
basing the action upon the contract 
of indemnity against loss. 

The sole issue involved was 
whether the six-year statute of lim- 
itations was a bar to the suit. The 
court discussed the application of 
the statute of limitations to the 
various types of causes of action 
and held that since this was a suit 
based on the indemnity provisions 
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The American Law Institute and the National Conference of 
Commissioners on Uniform State Laws have been sponsoring 
and are in the final stages of drafting a new Uniform Com- 
mercial Code which will result in part in the simplification 
and rewriting of the Negotiable Instruments Law and the 


Bank Collection Code. 


The reason | mention this fact is that, under the present 
Negotiable Instruments Law, and numerous court decisions 
interpreting it, there is a conflict of authority on the liabilities 
and rights of drawee banks with respect to instruments, 
particularly checks, where the signatures or indorsements, 
or both, have been forged. One of the purposes of the 
sponsors referred to is to procure the enactment of a new 
uniform statutory law which will resolve these conflicts, a 
very desirable objective.—Paul C. Hodge, general counsel, 
Federal Reserve Bank, Chicago, Ill. 


of Regulation J, the statute of limi- 
tations did not begin to run until 
the Federal Reserve Bank of At- 
lanta sustained a loss, namely, when 
it was required to pay the amount 
of the items to the drawee bank. 

In another Federal court cese 
where suit was brought upon the 
guaranty of prior indorsements, it 
was held that such guaranty was not 
a contract of indemnity against ulti- 
mate loss and the statute of limita- 
tions began to run from the time 
the check was negotiated under a 
prior forged indorsement. (Fourth 
National Bank vs. Gainesville Na- 
tional Bank. C.C.A.5th, 80 Fed. 
(2nd) 490, certiorari denied, 297 
U.S.720). 

While state statutes of limitations 
are not a bar to an action by the 
Government to recover money paid 
on an item bearing a forged indorse- 
ment, the courts have generally 
held that unreasonable delay in giv- 
ing notice after discovery of the 
forgery, with resulting injury, bars 
recovery. Even such delay, however, 
has been held not to preclude re- 
covery by the Government on pos- 
tal money orders. 

On March 6, 1946, Congress passed 
and the President signed an act 
entitled “To provide for the barring 
of certain claims by the United 
States in connection with Govern- 
ment checks and warrants” (Pub. 
Law 308, 79th Congress, Ist ses- 
sion). The act provides, in sub- 
stance, that the time within which 
the United States may bring suit to 
enforce liability of any indorser, 








transferer, depositary, or financial 
agent, arising out of a forged or 
unauthorized signature or indorse- 
ment upon or alteration of any Gov- 
ernment check or warrant is limited 
to six years after the date of presen- 
tation of the check to the Treasurer 
of the United States or other drawee 
for payment, unless during such 
period the United States shall give 
a prescribed written notice of its 
claim, 

In a recent case, the court held 
that this statute is in effect retro- 
active and operates to limit liability 
with respect to Government checks 
issued prior to the date of enact- 
ment. (U.S. vs. Mercantile National 
Bank at Dallas, Jan. 1947, 67 Fed. 
Sup. 759). 


It Pays To Keep 
In Close Touch With 


Farmer Customers 


In a time of increasing prices, 
most any loan is relatively safe and 
the borrower will probably make 
some money with the capital bor- 
rowed. We believe that, in a time 
when prices may be going down in- 
stead of up, bank officials should 
keep as fully informed as possible 
on trends of farm prices and farm 
outlook so that they may consult 
with the borrower and keep their 
loans sound both for the benefit of 
the bank and the farmer.—L. E. 
Husted, county agricultural agent, 
Winchester, Indiana. 
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| SEE YOU PRINTED MY 
NEW CHECKS ON 
HAMMERMILL SAFETY. 
THAT’S FiNE! 


YES! HAMMERMILL 
IS A NAME ALL OUR 
CUSTOMERS KNOW! 


ile 


(OWE YOUR CHECKS THE ADVANTAGES OF 


“THE BEST KNOWN NAME 


Your customers use Hammermill papers regularly in 
their own business for letterheads and essential forms. 
To them, the name Hammermill is a symbol of reli- 
able service. 

For that reason, checks on Hammermill Safety 
provide a “‘plus” that no other check paper can offer. 
They serve as a continuing, unobtrusive reminder 
that even in the matter of choosing paper, the con- 


IN PAPER” 


sideration of your customers guides your bank 
management. 

So that you may know this fine check paper even 
better, we invite you to mail the coupon below for 
samples of Hammermill Safety in a variety of colors 
and three pleasing backgrounds. There is no obliga- 
tion, of course. No sales- 
man will call on you. 


Send coypon now for FREE sample book! 


Hammermill Paper Company ; 
1505 East Lake Road, Erie, Pennsylvania 


Please send me — FREE — a sample book showing 


HAMMERMILL SAFETY. 


Name__ 


Position 
(Please attach to, or write on, your bank letterhead) eM~sE 


MANUFACTURED BY HAMMERMILL PAPER COMPANY, ERIE. PA FOUNDED 1898 
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eee Our 

a oi rs much faster. 

ee handle our custom hines because they “G ; 
“we are able to ees like the machine nanee sreatly speeded up our service . . . accepted i 
sellers and other om he end of the day. Our custo Z| factorily by both tellers and public.” pted very satis. 
speed uP ell please ” sides Sicllan Beaver Dam Deposit Bank, Beaver Dam, Kentucky 
are , Madison, 


The National Branch Bank 


“Our customers like the system . . . tellers find the machi 
speed up their work at the windows very substantially: 


Teller’s Machines permit our tellers to handle increased Hudson River Trust Company, Hudson, New York 
volume during summer months with little difficulty.” 


First National Bank, Lake George, New York 


“Situated in summer resort area .. . Burroughs Commercial 


“Our Burroughs Teller’s Machines have proved entirely ; “ . 
satisfactory. They have done everything for us that we “Well received by customers. Provides receipt that is 2 
expected of them at the time of their purchase.” and legible . . . eliminates errors.” 


" ‘ ti alley State Bank, South Salt Lake, Utah 





« _. excellent results. Pleased with saving of time both to 
customers and to bank employees. 
The Dale State Bank, Dale, Indiana 
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.. would not have been able to handle past summer’s 
eak load without them. Speed up window operations... 
nt balancing time to minimum.” 


The First National Bank of Cairo, Cairo, New York 
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vantages most noticeable are reduction in stationery 
ts... depositor appreciation of neat, accurate receipts 
+. time saved in completing work.” 


ers State Bank of Newport, Newport, Washington 
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“Installation ...h i os 
tors, tellers and bank. Hi additional 


Protection to deposi- 
of handling deposits, 


Helps tellers 4 
balancing —e up Operations 


Bath National Bank, Bath, Maine 
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BURROUGHS 
COMMERCIAL 


TELLER’S 
MACHINES 


Small banks in all parts of the country are using 
Burroughs Commercial Teller’s Machines to 
speed and simplify teller operations .. . give 
faster window service... win customer goodwill. 
Get complete information on this modern tool 
for tellers—call your local Burroughs representa- 


tive today. 


Burroughs 





How ‘To Control Discussion In 


Group Meetings 


Here, an expert gives us the benefit of his experience in avoiding waste time 
in meetings and, at the same time, getting the desired results from the group. 


HERE are several special fac- 
[es in handling groups which 

tend to make it easier for 
either an individual member of a 
group or for the group chairman to 
control the discussion. One of the 
most commonly overlooked is the 
seating plan for the conference. 
Herewith are shown two of the most 


By EDMUND MOTTERSHEAD 


Author of the New Dartnell Series 
on Public Speaking, Chicago, Ill. 


common and normally most suc- 
cessful arrangements. 

These seating arrangements ac- 
complish two things. They allow 
the members to see each other so 
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These seating arrangements accomplish two things. They allow the mem- 
bers to see each other so that the talking is more naturally conversational, 
and they also establish a balanced relationship between two people who 
are certain to work together—the group leader and the secretary. 


that the talking is more naturally 
conversational, and they also es- 
tablish a balanced relationship be- 
tween two people who are certain to 
work together—the group leader 
and the secretary. There is a strong 
psychological effect from having one 
stable personality located in a key 
spot in a group. The emotional ef- 
fect of this personality coupled with 
the general knowledge that this 
personality is most likely to co- 
operate with the group leader, tends 
to hold the other group members in 
line and in order. 

The problem of handling groups 
of people is much the same whether 
they are gathered around you in a 
meeting or working with you as a 
unit in an organization. There are a 
few basic things which help tremen- 
dously in handling groups: 

1. Remain level-headed. Mass 
psychology demands a leader who 
will stay on an even keel, master of 
the situation, unruffled, regardless 
of what happens. 

2. Have a plan. By and large, peo- 
ple do not think any more than they 
have to. Hence, he who has a plan 
almost automatically winds up as 
top dog whether he starts as chair- 
man of the meeting or merely as a 
member participating in the reg- 
ular fashion. 

3. Stick to the plan. The main- 
tenance of the discipline inherent 
in any plan makes for stability in 
people. People want to know where 
they stand, where they are going, 
what is going to happen next. 

4. Be positive. Most people can 
tell when you have confidence in 
your plan and they follow confi- 
dence and shy away from hesitation 
or what looks like indecision. 

5. Make the group think the 
ideas are their own. When you 
bring in any new policy, new pro- 
gram, either for adoption in a group 
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Would you be protected 
against loss sustained 
through acquiring collateral 
that proved to be invalid? 


Several banks in an Eastern city re- 
cently sustained large losses through 
accepting counterfeit collateral from 
a prominent local citizen. Other 
banks have discounted finance paper 
which proved to be bogus. Optional 
Insuring Clause E, attachable to your 
Bankers Blanket Bond, protects 
against loss sustained through ac- 
quiring counterfeited, forged, al- 
tered, lost or stolen documents, secu- 
tities or other written instruments. 


The Aitna Plan of Risk and Insurance Analysis 
for financial institutions will provide (1) a com- 
plete study of your bank’s insurable exposures, 
(2) a detailed comparison of these exposures 
with your present insurance policies, (3) a con- 
structive report which includes a visible record 


Have you checked to be sure 
that all your property is 
insured against 

Water Damage? 


Your Bankers Blanket Bond insures 
against water damage to money and 
securities. \ vur Fire Policy protects 
property d: iaged while extinguish- 
ing a fire. But only a special Water 
Damage policy protects expensive 
furnishings and equipment against 
accidental leakage, discharge or over- 
flow of water or steam from plumb- 
ing and heatin systems — or rain or 
snow from defective roofs, open or 
faulty doors, windows or skylights. 


otient ? 


Are you carrying insurance 
that covers all your legal 
liability to lessees of your 
safe deposit boxes? 


Even though banks take all reason- 
able precautions — even though they 
provide booths and place guards at 
entrances, even though they maintain 
proper records om expressly dis- 
claim liability in the agreements they 
make with box renters — claims 
nevertheless are made by lessees of 
safe deposit boxes for loss, destruc- 
tion or damage to money, jewelry, 
securities, and other property alleged 
to have been in boxes. 


of your insurance program and recommenda- 
tions designed to provide the most complete in- 
surance program available, (4) a continuing 
control plan which keeps insurance in line with 
changing requirements. Ask the Aitna Agent in 
your community for complete details. 


ETNA CASUALTY AND SURETY COMPANY 


Automobile Insurance Company 


September, 1949 


HARTFORD 15 


Affiliated with 7Etna Life Insurance Company 


CONNECTICUT 


Standard Fire Insurance Company 





For over thirty-five 

years, this independ- 
ent bank has rendered a complete 
correspondent service to banks 
everywhere. Today, as one of the 
leading financial institutions in 
the West, with over 140 million 
dollars in resources, we offer our 
facilities and personalized service 
to you and your customers, as Los 
Angeles correspondent. 


Union “a rust Co 
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meeting or when trying to put it 
across among other people around 
you, lead them into it gently. There 
are two ways easily used to make 
the group think your ideas are their 
own: 

a. State the problem; get them 
to restate the problem. Suggest that 
they come out with a solution, and 
jockey back and forth until some- 
one comes out with the answer you 
want. 

b. Get a stooge who will bring 
out your ideas for you. This can be 
done directly by having one man 
agree to help beforehand, or it can 
be done indirectly by softening up 
one or two people beforehand so 
that they bring up the suggestions 
you want without being conscious 
that you planted the seed in their 
minds. 


How To Overcome Objections 


Every salesman has encountered 
sales resistance, the objections 
which would-be “not buyers” put 
up as a real reason for their not 
buying. Sometimes these objections 
are real, but much of the time they 
are not. We should not go so far 
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as to say that people give false rea- 
sons to avoid buying, but many of 
the objections they offer are not 
valid, while their real reasons, often 
still unconscious, lie hidden. 

Every foreman, supervisor, and 
executive, similarly, has encoun- 
tered “employee resistance” in the 
form of countless complaints, small 
grumblings, fault finding, petty dis- 
obedience, excuses, etc. To a certain 
extent, the objections of those work- 
ers may be valid. To a large extent, 
they are founded upon misconcep- 
tions due to lack of information, 
which may be the fault of the su- 
pervisor or executive. However, 
real, false, imaginary, put up as a 
screen or whatever, these objections 
are valid in the mind of the worker 
and must be treated. as such. 


The real problem is not the val- 
idity or the honesty of the objec- 
tions of the listener. The real prob- 
lem is what to do about them. They 
must be met and overcome in such 
a way that they are removed—not 
merely beaten down to rise again 
later on. They must be met and 
overcome in such a way that the 
listener is hardly aware of what is 
going on except that he has some- 
how changed his mind voluntarily. 

There are three main techniques 
in common use for overcoming ob- 
jections: 

1. Direct rebuttal. 

In plain language, ‘‘You’re nuts!” 
or “You’re a liar!” The one who 
shouts the loudest (or who has the 
biggest fist) wins that round. The 
old jingle says: “A man convinced 
against his will is of the same opin- 
ion still.” You can browbeat a 
buyer or a worker into action, but 
you cannot change his mind that 
way. Go back to first principles. 
The big secret in dealing with peo- 
ple is to make them want to act as 
you wish. 

a; "ees: < . ae” 

This is a little more tactful, and 
is perhaps most often used by peo- 
ple who are making a conscious, and 
often obvious, effort to be “tactful.” 
In essence: “There is no doubt a lot 
of truth in what you say, Mr. Jones, 
and you undoubtedly have given the 
matter a lot of thought, but here is 
a factor which you perhaps have not 
considered, and because of it, you 
should do so-and-so.” 

3. Boomerang. 

This is the method that really 

rings the bell, but you’re required 


to be constantly alert to use it. The 
fellow who doesn’t want to buy ac. 
cident insurance because he ad 
seven narrow escapes last year and 
says he’s lucky .. . that’s just the 
reason he should buy it. It happened 
to Tom Smith down the street, and 
the law of averages makes it his 
turn next. A worker objects to 
wearing goggles because he’s grind- 
ing for only a measly five minutes, 
It is in that five minutes that he may 
get a steel shaving in his eye. He 
should wear goggles. 

These same three techniques of 
overcoming objections may be used 
effectively in all types of group dis- 
cussions. The direct rebuttal usually 
arouses personal animosity and an- 
ger, and must be used with extreme 
caution and in a very obvious 
friendly fashion. 

The “Yes ... but” method is 
usually the easiest to employ in 
conference or committee work, be- 
cause it gives you a chance to ac- 
knowledge the sincerity of pur- 
pose, honesty, and good intentions 
of the other person and still gives 
merit to your own information. 

The boomerang method is still 
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of Cooperation 
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Under the direction of officials with 
years of service in this field, assur- 


ing a knowledge of requirements 
and valuable assistance. 


he 
public National 
BANK AND TRUST 
COMPANY OF NEW yorRK 
Established 1908 


oad St. 
OFFICE: 37 Br 
— York Clearing Howse 


Member: New tri deral Deposit 
Yj 


Association, ¢ Corporation 
BANKERS MONTHLY 


Insuran 





the n 
must 
meet 
many 
all p 
the t 
but 1% 
again 
ideas. 

Bo 
divid 
to tal 
said ¢ 
a vel 
be m 
have 
“A Vv 
out t) 
of wl 
then i 


Sou r 
Infor 


By | 
Prenti 
New ° 


This 
book i 
by ar 
source 
inform 
subjec 
lowing 

Info 


Septe: 


the most powerful of the three, but 
must be used with caution in group 
meetings, because the diversity of 
many minds simply means that not 
all persons will realize as rapidly 
the truth of what you are saying, 
but will instead react emotionally 
against an attack on their own 
ideas. 

Both for the chairman and the in- 
dividual member, it is a good habit 
to take a few notes of what is being 
said during the session. Frequently, 
a very effective contribution can 
be made to discussion when you 
have a chance to get up and say, 
“A while ago Mr. Blank brought 
out this idea.” You repeat the gist 
of what the other member said and 
then indicate how that comment fits 


into the present discussion. 

This device has a number of 
points in its favor. It is flattering to 
the other individual to learn that 
someone would remember what he 
said. 

Secondly, it makes it possible to 
bring that comment to the atten- 
tion of the group at a time when it 
may be most effective. Frequently, 
members make comments or contri- 
butions to the discussion which get 
lost, that would have been very ef- 
fective if made at a different time. 

Finally, this device aids in direct- 
ing discussion toward a given con- 
clusion should either the conference 
leader or the speaker from the floor 
desire that the group reach such a 
conclusion. 


Seven Points On Handling Group Discussion 


1. Arrange the group so that 
members face each other. More 
natural conversation between 
members is encouraged by a 
seating arrangement which al- 
lows all members to face each 
other. 

2. Remain level-headed. Mass 
psychology demands a leader 
who will stay on an even keel, 
master of the situation, un- 
ruffled, regardless of what hap- 
pens. 

3. Have a plan. By and large, 
people do not think any more 
than they have to. Hence, he 
who has a plan almost auto- 
matically winds up as top dog 
whether he starts as chairman 
of the meeting or merely as a 
member participating in the 
regular fashion. 

4. Stick to the plan. The 
maintenance of the discipline 
inherent in any plan makes for 
stability in people. People want 
to know where they stand, 








Sources Of Business 
Information 


By E. T. Coman, Jr. Published by 
Prentice Hall, Inc., 70 Fifth Avenue, 
New York 11, N. Y. Price: $6. 


This is a 400-page cloth-bound 
book in which has been accumulated 
by an expert research librarian 
sources of publications providing 
information on all sorts of business 
subjects, including such as the fol- 
lowing: 

Information on firms and indi- 
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where they are going, what is 
going to happen next. 

5. Be positive. Most people 
can tell when you have confi- 
dence in your plan and they 
follow confidence and shy away 
from hesitation or what looks 
like indecision. 

6. Make the group think the 
ideas are their own, When you 
bring in any new policy, new 
program, either for adoption in 
a group meeting or when trying 
to put it across among other 
people around you, lead them 
into it gently. 

7. Get a stooge who will bring 
out your ideas for you. This can 
be done directly by having one 
man agree to help beforehand, 
or it can be done indirectly by 
softening up one or two people 
beforehand so that they bring 
up the suggestions you want 
without being conscious that 
you planted the seed in their 
minds. 





viduals; statistical sources; finan- 
cial information; real estate and in- 
surance; accounting; management; 
marketing; sales management; ad- 


vertising; industrial relations; basic | 
industries; transportation; railroads; | 
airlines; motor highway transpor- | 


tation and water transportation; 
foreign trade. 

The book might be used as a 
matter of reference for finding 
quick information on any specific 
subject or it may be used as a basis 
for planning a bank library. 





LAW RENCE 
SERVICE 
Now Can 

Protect Your 


Smaller Loans 


| i ADDITION to our 
standard field warehousing 
service as conducted for 35 
years, Lawrence has now 
opened a special “Small 
Business” Department. 

The same efficient 
safeguards which Lawrence 
provides for your larger 
commodity loans are now 
available for loans ranging 
from $25,000 down to as 
low as $5,000. 

This extension of 
Lawrence service is ready 
now to help improve your 
present loan portfolio. It 
opens a vast new field for 
profitable loan business on 
moderate size inventories. 

A Lawrence repre- 
sentative is ready to confer 
with you or your client and 
explain the working of this 
new “Small Business” serv- 
ice in full detail. 


AWRENCE WWAREHOUSE 


OMPANY 


Nationwide Field Warehousing 
DIVISION OFFICES: 


SAN FRANCISCO 11, CALIF, NEW YORK 5,N.Y. 
37 Drumm St. 72 Wall St. 
CHICAGO 2, ILL. 
100 N. La Salle St. 
los Angeles * Boston * Philadelphia «© Pittsburgh 
Buffalo « Cleveland « Cincinnati « Kansas City 
St.Lovis © Atlanta « Des Moines © Charlotte 
New Orleans * Houston « Dallas « Denver ¢ Phoenix 
Portland © Seattle * Spokane * Stockton © Fresno 
Washington, D.C. * Manila, P. 1 
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A “Perfect” Identification 
Proved To Be False 


The following story was pub- 
lished in the employee magazine of 
a large bank as an educational 
warning to its tellers: 

A man came to the window and 
presented a check drawn on our 
bank. The person who had drawn 
the check, our customer, was an 
agent for an insurance company and 
had issued the check for a loan 
against a policy. 

The man presenting the check 
showed us the policy which bore 
a signature of the insured, and 
some letters addressed to him, which 
bore the same address as was on 
the letter from our customer en- 
closing the check. 

Our teller noted this identifica- 
tion on the back of the check, then 
requested the man to write his 
name again in his presence. This he 
. did, the signature flowing freely 
without any hesitation. Then, feel- 
ing very sure of the transaction, the 
teller paid out the money. 

About a month later, our cus- 
tomer came in and told us that his 
client claimed never to have re- 
ceived the check and that it must 
have been stolen from the mail 
when the letter box was broken into 
and looted. 

Here is what you might say was 
a perfect set-up on identification. 
Still it was a “phoney.” 


Printed Account Names Increased Efficiency 15 % 


We have found numbered checks 
with the account name printed to 
be most satisfactory. 

Approximately 75% of our reg- 
ular account customers are using 
the printed and numbered checks, 
and we expect that 90 to 95% will 
be using them within a short time. 

A conservative estimate of our 
increase in efficiency in the transit 
department and in the sorting of 
checks and the posting of checks in 
the bookkeeping department is 15%. 

This new service has practically 
eliminated misposting a depositor’s 
check who maintains more than one 
account with us. 

It has eliminated the necessity of 
returning checks in clearings for in- 
complete titles, incomplete account 
names, and the like. In addition, 
we are inclined to believe that there 
will be less waste in the checks 


used by our depositors over a per od 
of time, by reason of the fact tiat 
the checks are numbered and im- 
printed with the account names on 
them. 

Customers have indicated that the 
numbered and printed checks are of 
great assistance to them in keeping 
more accurate account of their 
checks. 


The foregoing does not take into 
consideration the good will that 
we have created amongst our reg- 
ular account customers. We have 
had many thank-you letters ex- 
pressing appreciation of this new 
service, and many have stated that 
it is the first time in 20 years that 
they have had something from a 
bank without charge. — Benjamin 
Blackford, Jr., vice president, The 
Greenwich Trust Company, Green- 
wich, Conn. 
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Qualifications 
For Instalment Borrowers 

The bank’s responsibility is to 
supply instalment credit to credit- 
worthy individuals for any useful 
purposes. The borrower’s qualifica- 
tions should be as follows: 

1. The borrower must be a good 
moral risk. 

2. He must have sufficient income 
to repay the loan within a reason- 
able period of time. 








Use This Extra Resewe peecount 


” 


Through the ages insurance and banking have 
worked side by side. Insurance has gained an in- 
timate knowledge of the protection needs of banking. 
Bankers draw on this knowledge. Are you using this 


account? 


You incur no obligation by referring 


your property insurance problems to 


3. His income should be stable. 

4. He must have a reasonably 
good record of meeting his obliga- 
tions. 

Good character plus ability and 
willingness to pay equals a good 
credit risk. The preceding qualifi- 
cations apply to all types of direct 
instalment loans and on all condi- 
tional-sales contracts purchased 
from dealers. 

The dealer’s qualifications should 
be as follows: 

1. The dealer must be a good 
moral risk. 

2. He must have the ability to 
manage his business on a sound 
basis. 

3. He should have adequate rec- 
ords to reveal the condition of his 
business. 

4. He should sell on an ethical 
basis. 

5. He should properly service the 
products he sells. 

6. He must have sufficient capital 
to operate his business on a con- 
servative and safe basis.——Carl M. 


THE PHOENIX-CONNECTICUT GROUP 
OF FIRE INSURANCE COMPANIES, HARTFORD, CONN. 


Combined Statement December 31, 1948 
Assets - - 7 . - - - - - $112,222,583 
Liabilities - - - - - - - - - 57,589,157 
Surplusto policyholders - - - - - - + 54,633,425 
Losses paid to December 31, 1948 ° 442,822,252 


Flora, vice president, First National 
Bank, Milwaukee, Wis. 


A practical thinker is one who 
deals not with conditions as they 
might exist in the distant future, 
but as they are today. 
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Answers to Bankers 
Monthly Quiz 


c. This is a change making 

machine. 

b. There is a key for each num- 

ber of cents from 1 to 100. 

b. One of the features of this 

type of coin changer is that the 
keys are all locked when any com- 
partment gets low in coins, It is 
practically impossible to make an 
error in handing out change with 
this machine if the right key is de- 
pressed. 

a. The picture shows a Brandt 

coin changer. 

c. Electric typewriters are par- 

ticularly useful in making sten- 
cils, but they are also used by many 
banks for general correspondence, 
multi-part forms, and for making 
stencils. 

a. This coin counting machine 

will handle up to 2,500 coins 
per minute. This is certainly much 
faster than they could be counted 
by hand. 
c. If you look closely, you can 

see the counting meter near the 
operator’s elbow. 

b. This is the latest model of 

the multilith machine made by 
the Addressograph-Multigraph Cor- 
poration. 

b. Duplicate letters are made 

on this modern machine. 
c. This machine is automatic 

in every way. 
a, b, and c. This machine in- 

serts as many as four pieces in 
an envelope, seals the envelope, and 
affixes metered postage. 
a. This machine counts pieces 

of currency at the rate of 700 
per minute. For large banks which 
have a great deal of package cur- 
rency to be verified, it is a great 
time saver. 
b. This machine is used in 

banks to make photographic 
copies of records, vouchers, signa- 
ture cards, deeds, wills, mortgages, 
statements, and confidential papers. 
Complete copies can be made 
quickly and accurately. 
c. This is a type of micro-film 

equipment through which 
checks are run to make photographs 
of both sides. There are many ad- 
vantages, such as the saving of stor- 
age space in photographing certain 
records. 
b. This is the Transcriber for 

the disk type dictating machine. 
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MINWEAPOLIS- MOLINE } 


[MM 


... Will Step-Up Profits for You! 


The 3 to 4 plow Model U provides economical 
power for drawbar, power lift, belt pulley and, 
power take-off applications. Variable speed 
governor, five forward s S, swinging-type 
drawbar, and adjustable rear tread economi- 
cally adapt the U for any farm task. 

Drop-forged steel crankshaft and connect- 
ing rods operate on precision-type bearings. 
Gears, shafts, and bearings operate in oil bath; 
extra large capacity oiling system provides 
positive lubrication and seals out dirt. 

Model U’s special steering mechanism offers 
easy handling, quick turning and lining-up at 
row ends. Hand operated over-center clutch 

rovides easier, safer implement hitching and 

It work. MM Quick-On—Quick-Off Tools 
are easily and simply attached to the MM 
Model U. 


OPTIONAL UNI-MATIC POWER — New 
hydraulic control mechanism raises or lowers 
farm implements automatically, permits pre- 
selection or changing tool depth or height of 
cut. Tested safety features for both operator 
and machines free operator’s hands and feet 
for greater safety. Operation is controlled by 
easy-to-reach, simple-to-use, finger-tip lever. 
Uni-Matic Power reduces fatigue, labor, and 
drudgery. See Your Neighborly Neighborhood 
MM Dealer For Complete Facts. 


UNI-MATIC POWER 


Gets More Work Done Every Hour 


MINNEAPOLIS - MOLINE 


MINNEAPOLIS 1, MINNESOTA 





Model “U”... 


a. 
TOS 


Standard U and MM Drill Plant 
Uniform Seed Bed Faster 


The dictation is heard through the 
speaker which you see near the typ- 
ist’s head. 


a. The operator does not need to 

look up from her work in order 
to start, stop, and backspace the 
transcribing machine. 


c and d. The new business de- 

partment is likely to send out 
duplicated letters and the inserting 
machine shown in picture 5 would 
most likely be used for this depart- 
ment in order to insert the letter, 
along with any other printed mate- 
rial, in the envelope, and meter the 
postage. 


b and c. Coin counting and cur- 
rency counting are two of the 
jobs handled by people in the money 
department of a large bank. 
c. It is not likely that the presi- 
dent of a bank would have a 
currency counting machine in his of- 
fice. Neither would he have a change 
maker. But he would be likely to 
have a dictating machine and his 
secretary would use the transcriber. 
a. A microfilming machine is a 
standard piece of equipment in 
the transit departments of many 
banks, where all the checks in a cash 
letter are photographed before they 
are mailed. 
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. Accounting Machines 

Adding Machines 

. Addressing Machines 

. Air Conditioning 

. Architects and Builders 

. Bandit Resisting Enclosures 

and Alarm Systems 

. Bank Building Fixtures 

. Bank Directories 

. Banking by Mail Envelopes 

. Binders, Check, Bookkeeping, 
Ledger 

11. Bookkeeping Equipment 

12. Bronze and Brass Signs 

13. Calculating Machines 

14. Chairs, Posture, Office 

15, Changeable Signs 

16. Checks 

17. Check Book Covers 

18. Check Cancelling Perforators 

19. Check Desks 

20. Check Endorsers 

21. Check Files 

22. Check Protectors 

23. Check Signers 

24. Check Sorters 

25. Check Sorting Trays 

26. Christmas Savings 

27. Coin Bags 

28. Coin Boxes 

29. Coin Changers 
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International Business Machines 
Corporation announced recently a 
new proof machine for handling 
bank checks, sales slips and similar 
documents. The machine consoli- 
dates the four principal functions of 
sorting, listing, proving and endors- 
ing into one simple operation. 

Checks or other items may be 
sorted into as many as 32 distri- 
butions automatically, a detail tape 
listing being provided for each 
classification as well as a control 
tape on which all items are listed 
in their original sequence. There is 
complete flexibility in adapting 
either debit or credit counters, de- 
posits are proved by visual or auto- 
matic group balancing and checks 
are endorsed or identified automati- 
cally. 

Additional features include re- 
peat, subtract and non-add keys, 
progressive totalling providing sub- 
totals on all counters, and auto- 
matic light signals and other func- 





Check What You Need And Mail This Form 


30. Coin Counting Machines 58. Name Plates and Desk Signs 
31. Coin Counting and Packaging = Night Depositories 
Machines 60. oe — Bags 
32. Coin Envelopes 61. Pass Boo 
33. Coin and Currency Trays 62. Past Due "Notices 
34. Coin Wrappers 63. Pay Roll Envelopes 
35. Counter Screens 64. Personalized Checks 
36. Coupon Books 65. Personal Loan Advertising 
37. Currency Straps 66. Personal Loan Systems 
38. Dating Machines and Stamps 67. Photographic Bank Systems 
39. Deposit Ticket Files 68. Proof Machines 
40. Desk Pen Sets e 69. Railin —— 
41. Doors, Bronze, Aluminum, 70. Recerders, Voice 
Stainless Steel 71. Rubber Stamps 
42. Duplicators 72. Safes, Fire and Burglar-Proof 
43. expending Filing Envelopes 73. Safe Deposit Boxes 
44. Expanding Mailing Envelopes 74. Safe Deposit Records 
45. Filing Cabinets 75. Savings Banks, Home, Pocket 
46. Forms, Machine Bookkeeping 76. Scales, Postal, Parcel Post 
47. Forms, One-Time Carbon 77. Seals, Coin Ba 
48. Forms, Continuous _78. Seals, Corporation, Notary, etc. 
49. Grilles and Gates : 79. Storage Files 
50. Inter-Office Communicating 80. Timeand Delayed Time Locks 
Systems 81. Time Stamps 
51. Interest Tables 82. Travelers Checks 
52. Lamps 83. Typewriters 
53. Lighting Systems, Fluorescent 84. Typewriter Stands 
54. Locking Envelopes 85. Vaults 
55. Maps 86. Vault 7 
56. Metered Mail Systems 87. Visible Records 
57. Money Orders 88. Windows and Lobby Displays 


Rand McNally and Co., 536 So. Clark St, Chicago 5, Uk 
Please have buying information sent us on the items eircled above. 
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tional controls. All features are 
available also in a smaller model 
with 24 distribution capacity. For 
further information write Interna- 
tional Business Machines Corpora- 
tion, New York, N. Y. 


Yawman and Erbe 
Announce New Desk 


Though listed for some time as a 
projected item in their current 
price list and illustrated in the steel 
equipment catalog, Yawman and 
Erbe Mfg. Co., 1050 Jay Street, 
Rochester 3, New York, recently re- 
leased their Conference Top desk 
for production. 





The top measurement of this new 
desk is 78” x 39” or over 21 square 
feet of area, exclusive of sliding 
shelves. Overhang at each end is 
9”, with the same amount of ex- 
tension across the front. The 
molded top is linoleum covered, 
with brushed chrome patented 
metal insert caps on the corners 
and continuous chrome binding 
around all edges. 


BANKING ENVELOPES 


For Filing—Mailing—Advertising 


frocoding Eavelo Envelock Locking 
Eavel: Keeping i harelopes, Tx  — 








Seen Ties and 
Special Bank Envelopes. 

Send for complete catalogue in color 
AMES SAFETY ENVELOPE COMPANY 


21 Vine Street Boston, Mass 
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Current design is substantially 
the same, though the depth of apron 
beneath the molded top in the Ex- 
ecutive model has been reduced to 
about one-half of that which pre- 
liminary drawings called for. Com- 
pany executives explained this 
change as a means to provide added 
knee space for those who gather 
around the desk during confer- 
ences. 

Known officially as No. 6789-11 
OTA, the pedestals each contain 
one card and one vertical letter 
drawer in addition to the usual 
utility slide. The Island type bases 
have adjustable glides that permit 
optional height adjustments of from 
29” to 30%”. 

This new desk is standard in “Y 
and E’s” iridescent Neutra-Tone 
Gray finish, with white metal hard- 
ware, Deliveries are on a current 
basis. 


Carrier Announces 
Dehumidifying Unit 


A new, large capacity, semi-port- 
able dehumidifying unit that oper- 
ates on a refrigeration principle 
has been placed on the market by 
Carrier Corporation, Syracuse, 
N. Y., as the result of the demand 
created by an earlier model intro- 
duced in 1948. 

Built around a one-third horse- 
power condensing unit, which gives 
several times the capacity of other 
models now on the market, the new 
53F Carrier Humidry has a capac- 
ity for removing 34 pints of moist- 
ure per day under room conditions 
of 80 degrees and 70% relative hu- 
midity. Under even more severe 
humidry conditions, government 
tests have shown it to take as much 
as 50 pints from the air per day. 

The new model has been designed 
to be safely installed in any con- 
venient location and _ requires 
merely an electric plug-in connec- 
tion—110 or 230 volts 60 cycle AC 
—and a floor drain for moisture 
disposal. 

It has proven to be of immense 
benefit to tradesmen where rust, 
mildew, mold, or rot cause damage, 
deterioration or work delay. While 
suitable for application wherever 
high prevailing humidities present 
a marked goods spoilage problem 
and halt work progress due to dry- 
ing problems, the Humidry unit 
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THE professional in sports hits a 
little harder, drives a little farther, 
fields a little smoother—and gets 
paid for delivering a little better 
performance. Generally speaking, 
this is true in every field. 


Weare professional check printers, 
therefore we work a little faster, 
print a little more accurately, pack 
a little neater—and we make money 
because we deliver the goods. Some 
thirty-four years ago, when most 
manufacturers were seeking bigger 
orders and building bigger machines, 
we went after the smaller orders and 
built small machines to turn them 
out. Progressively thru the years, we 
have focused on smaller and smaller 
orders and consequently we are 
prepared to produce them— 
professionally. 










































also protects permanent records, 
prized volumes and other valuables 
stored in vaults, from mold and 
mildew. 


In the Carrier Humidry, the 
warm, humid air is drawn over the 
chilled surface of the copper plate 
fin type evaporator, dehumidifying 
coil and moisture from the air is 
condensed, collected on the coil and 
drained away. 


The cool air then passes over the 
warm condenser surface by forced 
circulation from the pressed steel 
fan and is recirculated around the 
room. 


Other features include a receiver 


of heavy steel, hydrogen brazed and 
equipped with integral liquid shut- | 


off valve. An expansion valve reg- 
ulates the flow of the refrigerant 
automatically as it flows to the cool 
coil, while the drain pan collects 
moisture as it is removed from the 
evaporator coil for disposal to the 
open floor drain. 


Cabinet dimensions are 18 inches 
long x 15 inches wide x 12 inches 
high. Net weight is 125 pounds. 


PROFESSIONALISM 


Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 








Do you want to buy 200 checks at 
atime? 100? 50? 40? 25? 20? It 
makes no difference to us because 
we can tailor a package to your spe- 
cial needs. Do you want to us 1,000 
orders? 50,000? 200,000? It’s all the 
same to us because we have the 
“know-how” and the facilities and 
the skilled workmen who never 
print anything but bank checks. 


Should you be contemplating now 
a program involving imprinted 
checks for all your depositors — or 
for a large portion of them —talk to 
our people and let them present the 
type of professional package that has 
already won public acceptance. Per- 
haps our standard package, in vary- 
ing quantities, would meet your 
needs. Perhaps you want a tailor- 
made job. No matter which, we can 
do it and we think you'll like it! 


Absolute protection agaist forgery and alteration 


SECURITY CERTIFIER COMPANY 


5 Beekman Street New York, N. Y. 
Agents Wanted. Protected Territory. 


She has typing equip- 


Supply her with read- 
ing equipment . . . 

Copy RIGHT Copyholder 
saves up to 50% in 
typing time & overhead. 


ment but no reading 
equipment, Nearly half 
her time is wasted! 
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| Alison 


COUPON 


INSTANT SAVINGS 


You don’t have to wait months: 
or years to realize on your im- 
provement when you begin using 
Payment Coupon Books on your 
Time Credit Accounts. Results are 
instant. They begin the first day 
ond continue to pay every day, 
thereafter. ’ 

You can count on Allison to 
recommend, as well as manufac- 
ture the right type of Payment 
Book for your particular pur- 
poses. The kind that gets better 
results and are low cost in use. 


Write for complete information. 


Allison Coupon Co., Inc. 


Indianapolis 6, Indiana 


10 EXCLUSIVE FEATURES 


5/7-Na-Llok 


VISIBLE RECORD SYSTEMS 


7 WASSELL 
ORGANIZATION, Inc. 
Dept. C « Westport, « Conn. 


A 
Complete Line of 
Money Wrappers 


STANDARD PAPER GOODS 


MANUFACTURING COMPANY 
ples WORCESTER 8, MASS 
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| Gray is 
| Remington Rand direct sales offices 








emington Has New Noiseless 


Deluxe Gray Typewriter 


The Remington Noiseless DeLuxe, 


| latest addition to its line of com- 
mercial typewriters, has just been 


announced by Remington Rand Inc. 
in handsome two-toned 
gray, the new machine incorporates 


| a number of other improvements 
| over previous noiseless models. 


Among the new features of the 


| machine are a completely enclosed 
| dust-proof back; structural mem- 
| bers, carriage ends and rear comb 


of die-cast aluminum; feed rolls of 
softer-surfaced neoprene rubber for 
better paper gripping; closer toler- 


| ances and improved machining of 
| various integral parts. 


The Remington Noiseless DeLuxe 
available only through 


or agents. For further information 
and literature, write to Typewriter 


| Division, Remington Rand Inc., 315 
Fourth Avenue, New York 10, N. Y. 


GF Storage Cabinets And 
Wardrobes Being Made 


Orders for various storage cab- 
inets, wardrobes, and the combina- 
tion wardrobe-storage cabinet pic- 
tured above are now being taken by 
branch and dealer organizations of 
The General Fireproofing Company, 
Youngstown, Ohio. 

Wherever material must be stored 
in comparatively small quantities 
close to the point of use, GF storage 
cabinets afford a most satisfactory 


. way of keeping such items neat and 


orderly and away from dust or dirt. 
The storage cabinets available vary 
in size from desk and counter height 
to the full 78” size with single or 
double doors. 

Finish: gray, olive green, ma- 
hogany, or walnut. Lock handles 
are white metal. 


Two New Products Announced 
By Commercial Controls 


Two entirely new products, de- 
signed to speed incoming and out- 
going mail in any size business 
office, have been announced by 
Commercial Controls Corporation, 
Rochester 2, New York. They are 
the the multiOpener and the multi- 
Sealer, both all-electric, high 
speed, precision-built machines. 

The new multiOpener, which will 
automatically open and stack thou- 
sands of envelopes per hour, has 
an automatic cutting adjustment. 
The dial may be set for a light, 
medium or heavy cut. Uniform cut- 
ting the full length of envelope 
edge, without injury to contents, is 
assured by the precision feed prin- 
ciple of the multiOpener. High 
grade steel cutting blades maintain 
constant, dependable performance. 

An outstanding feature of the 
new multiSealer is its exclusive 
patented water feed which assures 
uniform flow of water to the 
gummed envelope flap. Any excess 
water is automatically returned to 
the tank. The multiSealer is 
equipped with the all-new sealing 
blade which means positive sealing 
and constant cleanliness. It seals all 
standard size envelopes, and has 


a large, clear plastic water tank. 

Sturdily constructed, the multi- 
Opener and multiSealer will give 
years of trouble-free service. Self 
lubricating bearings throughout as- 


PU 


RUBBER STAMPS 
Orders Shipped Same Day Received 


SIDNEY FELDSER PRINTING 


LANCASTER, PA. 
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sure quiet, smooth operation. Rub- 
ber feet hold the machine firmly in 
position and will not mar furni- 


ture. Both machines have a large | 
adjustable receiving hopper to ac- | 


commodate various sized envelopes. 


Manufactured in a streamlined de- | 


sign, the multiOpener and multi- 
Sealer are finished in soft grey 
Wrinkle with satin stainless steel 
trim that harmonizes beautifully 
with modern office furniture. Im- 
mediately available. 


New Utility Desk Offered 
By Nationwide Office Supply 


The desk illustrated herewith 
fits many spaces and needs. It is 27 


inches high, and its top is 30x16 | 


inches. Made of heavy gauge furni- 


ture steel, it is finished in metallic | 


grey or office green. 


This desk can be used as a type- | 
writer desk, as it has four full size | 


metal drawers; also it may be used in 
banks for various kinds of machine 


work, or as a new account desk. | 


It is sturdy, compact and easy to 


lift and move from one place to | 
another, state the manufacturers. | 


All desks are shipped in double re- 
inforced cartons. 


For further details write to Na- 


tionwide Office Supply Company, | 
163 Pacific Street, Brooklyn 2, N. Y. 
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a DURALEX COVER 


e Let him get the feel of its rich, leather-like 
durability. Watch the glance of admiration in his 
eyes. Take pride in the sharp clear detail of the 
embossing. Then, sit back in the satisfaction of 
knowing your DURALEX check book cover costs 
so little and serves so well. DURALEX comes in six 
rich colors. Send for samples and prices and a list 
of banks that use DURALEX covers and pass books. 


DURALEX 


COAST BOOK COVER COMPANY 
810 EAST THIRD STREET, LOS ANGELES 54 + CALIFORNIA 


Banxerres Cristalglo glass directional signs aid ef- 
ficiency and provide “eye appeal.”’ As you plan the remodel- 
ing of your banking quarters, consider how this company’s 
high quality, edge-illuminated glass signs can help in the 
overall arrangements. 

Remember, glass will retain its brilliancy indefinitely; it 
is less liable to scratch and it will not warp. 

Since 1925 Bankette has been a leader in the field of 
modern signs . . . for both directional and advertising 
purposes. 

Write for our booklet 


“Light the Way to Efficient Operations” 


THE BANKETTE company 


INCORPORATED 


127 Federal Street Boston 
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NEWMAN 
SUPERIOR SIGNS 


Prices 


SAVE 
YOU 


AND 


COMPANY. 


ees ed ad ment ead 


NOW...new! 
lower prices, 
mean savings 
for you ont 
finest quality 5 
hand - chased # 
cast bronzes 
and alumi-s 
num signs! 
and name-, 
plates. a 


METALLIC FIXTURES 


Consult with us when- 
ever you need railings, 
ates, counter screens, 
joors, check desks and 
ornamental work. 


Write TODAY for recommendations, photos, 
estimates ... without the least obligation 
to you. FREE! 


« NEWMAN BROTHERS, Inc. 


| Dept. B-M Cincinnati 3, Ohio 
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DIN WRAPPERS 


The stock is Kraft, 100% Spruce — the 
Strongest made. Gives coins greater pro- 
tection as actual tests prove. Imprinting 
indicia in colors, figures, and letters pro- 
vides triple identification to every package, 
thus increases legibility, speed in handling, 
and greater accuracy. Tapered edges and 
gummed straight edges. Packed 1,000 in 
o@ box. 


FREE SAMPLES = Write Today, Dept. A 


The C. L. DOWNEY Comnany 


HANNIBAL, MISSOURI 


Worlds Largest Mjn4. of Coin Wrappers 





Telefacts Cabinets 
Are Available Now 


The General Fireproofing Com- 
pany of Youngstown, Ohio, an- 
nounces the availability of its fa- 
mous Telefacts cabinets which they 
produced before the war. Telefacts 
is a two-drawer filing cabinet on 
rubber-tired, ball bearing casters; 
it has a swing front, self-adjusting 
divide-a-files, and a lift cover that 
permits excellent accessability of 
contents. 

This is designed especially for 
the busy person who, when seated 
at his desk, needs many facts, fig- 
ures, and reference data at his fin- 
ger tips. Telefacts permits keeping 
a clean desk that is an aid to clear 
thinking; there is a place for every 


paper, each being available for im- 
mediate reference. 

Telefacts is made in gray, green, 
walnut, and mahogany finishes. It 


THE NEW LONSON 
LIFETIME COIN 





Each tray made to contain the following coins . . 


is desk high and can be had in letter 
and cap sizes. Constructed of metai, 
it should permit a life-time of 
trouble free service. Dimensions: 
3014” high, 25” deep. 


GF Aluminum Filing 
Shelf Now Available 


An important filing department 
accessory especially designed to 
hang on the side of a Super-Filer 
is the aluminum filing shelf pic- 
tured here. It is made of light, dur- 
able, anodized aluminum. 

Where a large amount of ma- 
terial is to be filed, use of this item 
speeds up filing considerably. It 
provides a handy location for the 
records being filed. and can be 
placed in position or removed in- 
stantly. Used with rigid front files, 
it is just as suitable and hangs on 
the front of the filing cabinet 
drawer. 

This product was manufactured 
by The General Fireproofing Com- 
pany of Youngstown 1, Ohio, before 
the war. Up until now only a small 
number have been available for 
distribution through GF branches 
and dealers. 


Write for 
Information 
Coins as Compact 


as Your Currency 
. $5.00 in pennies, $20.00 in nickels, 


$50.00 in dimes, $100.00 in quarters, $100.00 in half dollars, $100.00 in dollars. Trays 
made specifically for wrapped or unwrapped coins. Please state which kind you wish. 
Trays are made of heavy guage bright aluminum and will last a lifetime. Also avail- 


able... 


. wood and steel boxes for wrapped and unwrapped coins at reasonable prices. 


LONSON MANUFACTURING CO. 


300 East 4th S$t., St. Paul, Minn. 


45 W. 45th St., New York, N. Y. 


167 W. Washington Bivd., Chicago, Ill. 
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A Telephone Call 
Prevented A Loss 


A man came to a teller’s window 
in a certain bank and gave him a 
payroll check, for a sizable amount. 
This company on whose form the 
check was written paid its higher- 
salaried employees once a month. 

The teller did not recognize the 
individual and asked if he was 
known in the bank. He said he 
knew several of our officers. The 
teller inquired who they were. The 
man replied that he did not know 
their names, looked over toward 
the front office, and said the per- 
sons he knew were not at their 
desks. The teller then asked if the 
man would object to his calling the 
company. The man said, “No, go 
ahead.” 

The teller called the treasurer of 
the company and told him that Mr. 
Thompson was here to cash his pay- 
check, and he was trying to estab- 
lish his identity. The treasurer 
asked which Mr. Thompson. The 
teller said Mr. L. P. Thompson. 
Then the teller was informed there 
must be some mistake: Mr, L. P. 
Thompson was in Africa on com- 
pany business and his paycheck 
was being held in the office safe. 

The teller ‘suspected something 
was wrong and looked toward his 
window to find that “Mr. Thomp- 
son” hid disappeared. | 

It developed that the treasurer 
had left his office for a few minutes. 
Apparently, while he was gone, the 
alleged Mr. Thompson had entered 
his office and removed a batch of 
checks which were lying on the 
shelf in his safe. 

The use of the telephone in this 
case prevented a loss and improved 
the prestige of the bank with the 
treasurer of this company. 


It Is Not Safe To Take For 
Granted The Correctness 
Of Another’s Addition 


In order to introduce and identify 
a customer who wanted to redeem 
some savings bonds, an officer of a 
large bank guided the man per- 
sonally to a teller’s window. The 
customer gave the teller a piece of 
paper showing the redemption 
value of each bond and the total 
value. The teller, assuming the cor- 
rectness of the addition, since the 
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THE CHANGE MAKER 


‘The Change Maker'’ 
efficient handling of money. 

This amazing cash box contains . . 

. 5 compartments for reserve rolled coin. 
modote a maximum amount of coin and bills. 
petty cash box. 


No. 46, was designed especially for banks 


. 5 compartments for bills . . 


and other institutions for the 


- @ removable loose change tray 


All compartments are roomy and large enough to accom- 
It is not to be confused with the ordinary office type 


The removable cover, which is equipped with a solid brass lock and two individual keys, may be 


placed under the cash box when not in use. 


An excellent unit for banks where tellers do not operate an automatic coin changer. 


advance cash setups for relief tellers. 


Constructed of aluminum, riveted throughout, it is light and Rd to carry. 
igh. 


Also ideal for 


Finished in a hammer- 


tone gray, the dimensions are: 16” long, 1142” wide and 4Y_” h 
This box has all the desirable features of boxes #44 and #45, advertised in February and April 


Bonkers Monthly, plus many added conveniences. 


PRICE $19.50 


NATIONWIDE OFFICE SUPPLY CO. 
“Serving The 48 States” 


163 PACIFIC STREET, DEPT. B6 


redemption value had been verified 
by another teller, proceeded to 
count out the amount specified 
while the customer was indorsing 
the bonds. 


After exchanging the money for 
the bonds, the teller realized that 
there must be some error since the 
amount specified was in excess of 
even the full maturity value of the 
bonds, and called the attention of 


RAPID COIN ASSORTER 


Motor Driven is portable, visible, automatic. 
It separates mixed coins at the rate of 1200 
a minute. The coins ore put in the aluminum 
receptacle, the switch is turned on, the disc 
rotates and carries the coins up to the run- 
way where quarters, nickels, pennies and 
dimes fall into four separate boxes on the 
left and half dollars fall into a box directly 
in front of the aluminum receptacle. Dimen- 
sions: 22" Wide, 9” Deep, 10” High. Weight 
30 pounds. Black enameled finish on the 
steel, polished aluminum receptacle. Regu- 
larly equipped with 1.30th horsepower 
motor, 110 volts. Please state whether AC 
or DC current is used. 


ABBOTT 
COIN COUNTER COMPANY 


143rd ST. and WALES AVE. 
NEW YORK 54, NEW YORK 


BROOKLYN 2, N. Y. * U. S. A. 





the officer to the fact. A $100 over- 
payment was retrieved from the 
customer before he left the de- 
partment. 


The secretary of a state bankers 
association recently learned through 
an investigation that 334 banks in 
his state follow the dangerous prac- 
tice of not keeping a record of those 
who enter safe deposit boxes. 


Bank and Cashiering Supplies 


We can supply most any item needed for handling coins or 
currency. These include various types of coin wrappers and 
currency straps... 
lead seals and lead seal press... 
wrapped coins . 
describing these supplies and our coin handling machines, 


coin, mail bags, bond and security bags ... 
steel trays for containing 
. currency trays. Please write for catalog 


including coin assorter. 





Bank Notes sees 


O’Neill Elected 


Vice-President 


J. Vincent O’Neill recently was 
elected a vice-president and direc- 
tor of the Mercantile National Bank 
of Chicago. 

Mr. O’Neill formerly was con- 
nected with The National City Bank 
of New York. He is a past president 
of the New York chapter of the 
American Institute of Banking, and 
of the latter’s alumni association. 
He was chairman of the Bankers’ 
Forum, and, from 1945 until 1948, 
was a member of the National Ex- 
ecutive Council representing New 
York, New Jersey and the New 
England states. He also has been 
chairman of the National dine 
tional Advisory committee and has 
acted as instructor in banking and 

‘law subjects. 


Paul J. Timbal has been ap- 
pointed vice-president of the Chem- 
ical Bank and Trust Company of 
New York at its Rockefeller Cen- 
ter office. Mr. Timbal had been 
managing director of the New York 
agency of the Banque Diamantaire 
Anversoise, S. A. Antwerp, the bus- 
iness of which was acquired by the 
Chemica] Bank and Trust Company 
this year. 


George C. Scott recently was ad- 
vanced from assistant vice-president 
to vice-president of the National 
City Bank of New York. He suc- 
ceeds Farris Campbell, who retired 
on September 1. 


R. M. Gough, formerly assistant 
manager of the Sixth and Western 
office of the California Bank of Los 
Angeles, has been appointed man- 
ager of the Seventh and Alvarado 
office. E. C. Bontems was made as- 
sistant manager of the Van Nuys 
office. 





© Fabian Bachrach 


W. A. Burden Philip L. Butler 


William A. M. Burden, former 
assistant secretary of commerce, 
was re-elected a trustee of Central 
Hanover Bank and Trust Company 
of New York at a recent meeting of 
the board. Mr. Burden previously 
served as a trustee of the Bank from 
1940 to 1944, when he resigned to 
devote his entire time to the duties 
of his government position. 


Philip L. Butler has joined the 
La Salle National Bank of Chicago 
as assistant cashier in its commer- 
cial development division. 

He formerly was associated with 
the Chemical Bank and Trust Com- 
pany of New York and with the 
American Express Field Warehous- 
ing Corporation. 
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Hj TAYLOR-PALMER COMPANY 


BANK pies COMPLETE 


MILWAUKEE 


Luther C. Dilatush was appointed 
a member of the trust investment 
division of the American National 
Bank and Trust Company of Chi- 
cago. 


Franklin Stockbridge has been 
appointed manager of the munici- 
pal bond division of the Security- 
First National Bank of Los Angeles, 
Calif. 


United Bank & Trust Co. 


Names New President 


William G. F. Price recently was 
elected president of the United Bank 
& Trust Company of St. Louis, Mo. 

Mr. Price, who resigned from the 
Belding Heminway Company of St. 
Louis to accept his new position, was 
formerly an assistant vice-president 
of the National City Bank of New 
York, and a vice-president of the 
American National Bank & Trust 
Company of Chicago. 


Chester M. Latimer recently was 
elected vice-president of the Seat- 
tle-First National Bank of Seattle, 
Wash. 

Mr. Latimer has been an assistant 
vice-president in the public rela- 
tions department at the main office. 
He will continue his duties in that 
division, and also will be associ- 
ated with Vice-President Emil B. 
Kluckhohn in the bank’s Alaska 
department. 


General Lucius D. Clay, recent 
Commander of United States forces 
in Germany, was elected a director 
of the Marine Midland Trust Com- 
pany of New York City. 


Charles Boyle was recently elected 
a vice-president of the City Bank of 
Detroit, Mich. 
IW 
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FIXTURES 
FURNITURE 
EQUIPMENT 


DESIGNING — EQUIPPING & BUILDING SINCE 
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John E, Bierwirth, president of 
The New York Trust Company, an- 
nounced that the company has 
leased ground floor space for a 
fully-equipped branch office in the 
new completely air-conditioned 488 
Madison Avenue building now be- 
ing erected on the blockfront be- 
tween 5lst and 52nd Streets by 
Percy and Harold Uris, builders 
and owners. 

In addition to the street level 
banking space of approximately 
3,500 square feet at the southwest 
corner of 52nd and Madison Ave- 
nue, an additional 3,000 square feet 
directly beneath the banking floor 
will be taken by the safe deposit 
company of The New York Trust 
Company. The banking office will 
be opened around February 1, 1950, 
and will be the third completely 
equipped branch office opened by 
the bank. 


Paul F. Bubendey, Albert Francke, 
Jr., and Edward R. Welles have been 
advanced from assistant vice-pres- 
idents to vice-presidents of the Corn 
Exchange Bank Trust Company of 
New York. 


John W. Stovall, formerly assist- 
ant cashier of the Republic National 
Bank of Dallas, Tex., was elected as- 
sistant vice-president, 


George Curran, associated with 
the Far Eastern division ofthe Bank 
of America’s international depart- 
ment at San Francisco, has been ad- 
vanced from assistant cashier to 
assistant vice-president. 


Francis S. Baer, formerly senior 
vice-chairman of the board of Bank 
of America, San Francisco, has been 
elected a senior vice-president and 
director of Bankers Trust Company, 
New York. 


The California Bank of Los An- 
geles’ board of directors has elected 
Harris M. McLaughlin a vice-pres- 
ident. 


Kenneth Norwood Alvey recently 
was appointed an assistant cashier 
of the Riggs National Bank of 
Washington, D. C. 


Marshall S. Walker, Jr., was ap- 
pointed assistant manager of the 
foreign department of the Chem- 
ical Bank & Trust Company of New 
York. 
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low is the time to order 
Choictmas Savings Club supplies 


Get exclusive benefits—Rand M¢Nally Savings Club Sys- 
tems feature use of registered, protective safety paper—for 
easier, more efficient handling of coupons. We also feature 
individualized systems—tailor-made to fit your every need. 


Get the complete package—Rand MSNally Savings Club 
Systems contain all materials necessary for efficient, econom- 
ical operation of your Savings Club. Every type of system 
is available. Vacation Clubs, Tax Clubs, etc. 


Write Rand M¢Nally—right now! For samples and com- 


plete details. 
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Burl J. Morse was elected an as- 
sistant vice-president of the Re- 
public National Bank of Dallas, 
Tex. He formerly was connected 
with the Commerce Trust Com- 
pany of Kansas City, Mo. 


Lawrence Mario Giannini, presi- 
dent of the Bank of America of 
San Francisco, Calif., was elected 
to membership in the board of di- 
rectors of Fireman’s Fund Insur- 
ance Company, San _ Francisco, 
Calif. 


RAND MSNALLY & COMPANY 
Systems Division 
536 S. Clark Street 
111 Eighth Avenue 


« CHICAGO 5 
* NEW YORK 11 





Walter A. Hobbs, Jr., formerly 
assistant cashier, has been made 
assistant vice-president in the cor- 
respondent bank division of the 
Citizens & Southern National Bank 
of Atlanta, Ga. 


H. D. Ivey is celebrating his 
twentieth year as president of the 
Citizens National Bank of Los An- 
geles, Calif. He was elected to his 
present position on July 12, 1929. 

Mr. Ivey joined the bank as a 
messenger in 1902. 
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O.SOGLOW 


Boost your employee-participation in 
the Payroll Savings Plan and you 
boost your production! 

You are skeptical? Then consider 
this logic: The more U. S. Savings 
Bonds an employee holds, the more 
secure he feels. The more secure he 
feels, the greater his peace of mind — 
the more contented he is with his job. 
Results? Less absenteeism, less labor 
turnover, fewer accidents. End result: 
increased production. 


And you needn’t depend on theory 
alone. For those company benefits of 
the Payroll Savings Plan are borne out 
in the experience of more than 20,000 
companies promoting the Plan. 

LONG-RANGE BENEFITS, TOO 
Bond sales spread the national debt, 


thus increasing our national economic 
security. And, of course, what's good 
for that is also good for you and your 
business. 


The individual Bond Buyer gets back 
$4, when his Bonds mature, for every 
$3 he invested. That’s a boon for him, 
and—multiplied by millions of Bond 
holders—represents a huge backlog 
of purchasing power that will help 
assure national prosperity through the 
years ahead. 


IT’S EASY TO BOOST PARTICIPATION 


1. See that a top management man 
sponsors the Plan. 


2. Secure the help of the employee 
organizations in promoting it. 


3. Adequately use posters and leaflets 


ind run stories and editorials in com- 
pany publications to inform employ- 
ees of the Plan’s benefits to them. 
4. Make a person-to-person canvass, 
once a year, to sign up participants. 
These first four steps should win 
you 40-60% participation. Normal 
employee turnover necessitates one 
more step: 
5. Urge each new employee, at the 
time he is hired, to sign up. 
Nation-wide experience indicates 
that 50% of your employees can be 
persuaded to join—without high-pres- 
sure selling. All the help you need is 
available from your State Director, 
U. S. Treasury Department, Savings 
Bond Division. He is listed in your 
phone book. 


The Treasury Department acknowledges with appreciation the publication of this message by 


BANKERS MONTHLY 


This is an official U. S. Treasury advertisernent prepared under .the auspices of the Treasury Department and the Advertising Council. 
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Manufacturers Trust 
Promotes 


Leon A. Rosenbaum was ad- 
yanced from assistant vice-presi- 
dent to vice-president of the Man- 
ufacturers Trust Company of New 
York. 

Arthur C. Damsgaard, Russell G. 
Smith, Howard F. Sunshine, Wil- 
liam J. Gallo and Sidney A. Trun- 
dle were promoted to assistant vice- 
president from assistant secretary. 
Ben Feit was made an assistant sec- 
retary. 


Bauder-Baker, Inc., 225 North 
Michigan Avenue, Chicago, recently 
entered the field of television ad- 
vertising. The company offers a one- 
minute television program, which 
consists of slides and script, for $42. 
When used six times, the cost, says 
the agency, is brought down to $7 
per program. The slides are car- 
toon in character. 


The Bank of America of Los An- 
geles, Calif., announced recently 
the promotion of several of its staff 
members. 

Emory W. Long, Pasadena main 
office; Robert T. Ennes, Long Beach 
main office; Byron F. Gaynor, North 
Long Beach branch; E. E. Huxtable, 
Redondo Beach branch; and Don- 
ald J. Cocks, Redondo Beach branch 
were advanced to the position of 
assistant cashier. 


How A Small Bank Can Be 
Audited Without An Auditor 


The first step to be taken by a 
small bank in establishing an audit 
program without an auditor is to 
assign an officer or senior employee 
as control officer. 

The contro] officer then prepares 
the auditing schedule by designat- 
ing the employee who is to conduct 
the audit. For example, the savings 
teller will audit the commercial 
ledgers; the commercial bookkeep- 
ers will audit the savings ledgers; 
the general bookkeeper the note, 
collection, cashiers checks, and so on. 

Many different combinations can 
be made just as long as someone not 
connected with the function to be 
audited is assigned. Secrecy as to 
the date and time is essential, and 
the element of surprise is very im- 
portant in any audit program.— 
Alvin J. Vogel, Vice-President, Cen- 
tral National Bank, Chicago, II. 
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James M. Carry, former vice-pres- 
ident of The Pullman Company, 
Chicago, has joined the new busi- 
ness department of the Valley Na- 
tional Bank of Phoenix, Ariz. 


James M. Carry James E. Shelton 


James E. Shelton, president of 
Security-First National Bank of 
Los Angeles, Calif., recently com- 
pleted his 30th year with the bank. 

Shelton, current president of the 
California State Chamber of Com- 
merce, practiced law in Los An- 
geles for several years before join- 
ing Security Bank as a trust offi- 
cer in 1919. By 1921 he had be- 
come vice-president, secretary and 
bank counsel, and in 1934 was ap- 
pointed chairman of the executive 
committee. He was elected presi- 
dent of the bank in 1946. 


A state bankers association re- 
cently learned that 144 banks in its 
state still follow the dangerous 
practice of allowing vault customers 
to use the guard key without a 
bank representative being present. 


More Checks Now Contain 
Routing Symbol 


The Committee on Collections of 
the Federal Reserve System reports 
that a study made of checks pass- 
ing through the Federal Reserve 
Banks show that on June 1, 1949, 
63° of checks had the routing sym- 
bol printed on them in the approved 
location—the upper right hand cor- 
ner. More than 5,000,000 checks 
were examined in the survey to get 
this figure, and it is believed that 
the number reflects a fair cross sec- 
tion of all checks passing through 
the collection system of the country. 

Each of the 12 Federal Reserve 
Districts showed an increase which 
ranged in individual districts from 
1% to 70%. The over-all increase 
was from 58% in December, 1948, 
to 63% on June 1, 1949. 

The count in the New York Fed- 

eral Reserve Bank showed the high- 
est percentage—75%. Boston was 
next with 73%. Then came Dallas 
with 72%. Atlanta had 69%; Rich- 
mond, 64%; St. Louis, 63%; Cleve- 
land and Kansas City each 61%; 
Philadelphia, 60%; San Francisco, 
54%; Chicago, 46%; Minneapolis, 
40%. 
The First Robbinsdale State 
Bank, Robbinsdale, Minnesota, has 
announced that it is now paying its 
checks at par and has requested 
that its name be added to the Fed- 
eral Reserve par list. 


will find this institution especially 


well equipped to handle their Chicago accounts 


promptly and efficiently. Our complete facilities 


are at your disposal. 


City NATIONAL BANK 
AND TRUST COMPANY of Chicago 
208 SOUTH LA SALLE STREET 


(MEMBER FEDERAL DEPOSIT INSURANCE CORP.) 





School of Financial 
Public Relations 
Graduates First Class 


What will undoubtedly prove to 
be the first of many graduating 
classes attended a commencement 
dinner in their honor recently at 
Chicago’s Union League Club. 

The School of Financial Public 
Relations inaugurated in 1948 on 
the Chicago campus of Northwest- 
ern University has virtually assured 
its continued success with applica- 
tions for the 1950 class well over 
the enrollment allowed. The 1951 
class will be chosen from what al- 
ready appears to be an even larger 
number of applicants. 

Of great value were the group 
discussions in the classrooms, sem- 
inars, and in free hours; ideas and 
problems of banks in almost every 
state in the country representing 
communities of from 650 to millions 
of people were exchanged. 


Report On Oil Companies 


Some $21.7 billion are invested in 
property, plant and equipment of 
the oil industry in the United 
States, according to a new estimate 
made by Joseph E. Pogue, vice 
president of the Chase National 
Bank, New York, and Frederick G. 
Coqueron, staff associate in the 
bank’s petroleum department. They 
estimate that the industry spent $5.4 
billion for new facilities during the 
years 1947 and 1948. 


The oil industry’s gross invest- 
ment estimates are included in the 
annual survey entitled: “Financial 
Analysis of 30 Oil Companies for 
1948.” Copies may be obtained from 
the bank. 


Turkey: An Economic 
Appraisal 


By Max Weston Thornburg, Gra- 
ham Spry, and George Soule. Pub- 
lished by The Twentieth Century 
Fund, 330 West Forty-Second Street, 
New York City 18, N. Y. Price: 
$3.50. 


A three-plank platform for the 
use of American capital and tech- 
nical skills to help in the economic 
development of Turkey—a country 
that is now our strategic ally as 
well as a candidate for aid under 
the President’s “Point Four” pro- 
gram—is set forth. 


As their first point, the authors 
stress the need to provide a greater 
measure of both economic and po- 
litical freedom for the 20 million 
people of Turkey. The report calls 
for greater scope for private enter- 
prise in a business system now dom- 
inated by government and says: 
“Government funds should not be 
used in commercial undertakings 
for which private capital is avail- 
able with equal or better effect; and 
private enterprise must be con- 
ducted with proper regard to the 
public interest.” 


As a second point, the report 
urges that Turkey be encouraged 
and helped, with American skills 
and experience, to make productive 
use of her own capital resources. 
This is better than having outside 
capital come in and start produc- 
ing things that Turkey needs but is 
now producing inefficiently or not 
at all. 

As a third point, the report says 
that Turkey must give business 
some regularized standing under 
the law and protect it from the ar- 
bitrary decisions of individual of- 
ficials. 





CALENDAR 


AMERICAN BANKERS ASSOCIATION 
Oct. 30-Nov. 2. 75th Annual Convention, San 
Francisco, Calif. 


Dec. 1-2. Mid-Continent Trust 
Drake Hotel, Chicago. 


Conference, 


STATE ASSOCIATIONS 


Oct. 9-11. Kentucky, Brown Hotel, Louisville. 


Oct. 11-12. Nebraska, Cornhusker Hotel, Lin- 
coln. 


Oct. 17-19. lowa, Hotel Fort Des Moines, Des 
Moines. 


Oct. 20-22. Illinois, 
Champaign, Ill. 


Nov. 3-5. Arizona Bankers Association, Camel- 
back Inn, Phoenix. 
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Bankers Conference, 


OF EVENTS 
OTHER ORGANIZATIONS 


Sept. 19-21. Mortgage Bankers Association 
of America, Annual Convention, Palmer 
House, Chicago, Ill. 


Sept. 25-28. Consumer Bankers Association, 
Edgewater Gulf Hotel, Edgewater Park, Miss. 

Oct. 9-12. Robert Morris Associates, Annual 
National Conference, General Oglethorpe 
Hotel, Savannah, Ga._ 

Oct. 19-22. Financial Public Relations Associa- 
tion, Edgewater Beach Hotel, Chicago, Ill. 
Oct. 23-26. NABAC, 25th Annual Convention, 
Bellevue-Stratford Hotel, Philadelphia, Pa. 


SCHOOLS 


Sept. 6-24. Illinois Bankers Association, Trust 
Development School, Northwestern Univ., 
Chicago. 
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—this machine mechanically proves each 
6 i deposit + creates outgoing letters + con- 
i a '@) n e ‘@) p & ge T ; e) Nn trols sort of items + establishes controls 
for all departments + accumulates sepa- 
rate debit and credit totals - and provides 
identification for all items. 


Its automatic error-detection feature — which literally 

locks out error — is found in no other machine. It keeps the work absolutely 
in balance every minute of the day. At the end of the day, control figures 
are immediately available for final balancing of all departments. 

A bank handling even fewer than 2000 items a day can keep one of these 
National Central Control and Proof Machines busy with profit. 

One large bank operates a battery of 65, providing definite proof and 
control on all incoming items, and eliminating peaks and bottlenecks 
by keeping an even flow of work going to all departments from the 
time the bank opens until it closes. 

For fuller description of this, and all the other National Accounting 
Machines, ask your local National representative for your copy of the 
handsome and helpful illustrated 64-page booklet shown at the right. 

Or, write to The National Cash Register Company, Dayton 9, Ohio. 


THE NATIONAL CASH REGISTER COMPANY 


A NEW, ILLUSTRATED 64-PAGE BOOKLET 
describes the services of each of the 
National line. Shows how they can 
speed work in every department of 
your bank. Ask your local National 
representative to bring you your 
copy. You'll find it informative and 
helpful. Have it handy when ac- 
counting problems arise. 
Ee 





important in Planning 
PUBLIC RELATIONS 


Check paper that properly reflects 
the character and stability of a 
bank is a factor of major impor- 
tance in a well planned public 
relations program. That is one 
reason why a great majority of 
America’s leading banks have 
chosen La Monte Safety Papers. 
They are recognized from coast to 
coast as the standard for quality 
and safety. 


A Check Paper All Your Own 


Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their own trade-mark or design made in the paper 
itself. Such INDIVIDUALIZED check paper provides maximum protection 
against both alteration and counterfeiting — makes identification positive. 


SAFETY PAPER FOR CHECKS 


GEORGE LAMONTE & SON, NUTLEY, NEW JERSEY 


(HE WavT UNES @ ARE & LA MONTE TRADEMARK 








